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put your shoes in the 
“Ufpoer Brackets” 
with AVON 


ufiex|\) © 


RU ft | af D aa 


SOLES 


Made of Avon's fine Gristle compound. 
Super-grip tread prevents slipping. A favorite om : 
for boys’ and girls’ fine shoes. Buy-sign on Saha ae 
women's sports shoes. Perfect for hunting . ADVERTISED IN | 


and fishing boots. Smart looking, long wear- : ; 
ing, tough, comfortable, resilient. 
AVON SOLE COMPANY 
AVON + MASSACHUSETTS 


FOR FORTY-TWO YEARS SPECIALISTS IN FINE SOLE MATERIALS 
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ANDAL” supplies ready-to-use foam coated fabrics, Because the 

foam is permanently integrated with the surface fabric, these 

combination materials permit faster, easier shoe fabricatior Many 
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Quimby’s great book 
for every shoe man 
who wants to know- 


. - « the relation of shoes to 
wearing apparel 


style fundamentals in shoe- 


making 
. basic shoe designs 
. development of modern 
shoe design 
modern shoemaking proc- 
esses 
. all about lasts 
. facts about foot structure 
. « how to fit shoes 
. « how to flatter the foot 


AND who wants to know. 
the history of the shoe 
industry, its industrial 
stages in America and a 
quick reference to shoe 
terms and data. 
Harold R. Quimby, a lifelong stu- 
dent of the shoe industry and one 
of its outstanding figures, has written 
the romance of the shoe industry 
in “Pacemakers of Progress.” It’s 
a book you ought to have now. Order 
it today. 


$ 6.00 PER COPY 





Rumpf Publishing Co., 
300 West Adens Street, 
Chicago 6, Illinois 
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Coming Events 





May 25, 1953—Joint Meeting, Metropoli- 
tan New York Region of National Hide 
Association and National Association of 
Importers and Exporters of Hides and 
Skins. Hotel New Yorker. 


June 7-10, 1953—Annual Convention 6f 
American Leather Chemists’ Association. 
Netherland-Plaza Hotel, Cincinnati, O. 


June 13-15, 1953—Shoe Service Industry 
Trade Exposition. Sponsored by Shoe Serv- 
ice Institute of America, in conjunction 
with its 48th Annual Convention. Hotel 
Sherman, Chicago. 


June 15-16, 1953—Annual Spring Meet- 
ing of National Hide Association. Sham- 
rock Hotel, Houston, Texas. 


Aug. 2-6, 1953—National Luggage and 
Leather Goods Show. Sponsored by Lug- 
gage and Leather Goods Manufacturers of 
America, Inc. Hotel New Yorker, New York 
City. 


August 17-19, 1953—Allied Shoe Products 
and Style Exhibit. Hotel Belmont-Plaza, 
New York City. 


August 18-19, 1953—Showing of Amer- 
ican Leathers for Spring and Summer, 
1954. Sponsored by Tanners’ Council of 
America. Waldorf-Astoria, New York City. 


Sept. 6-11, 1953—Annual Meeting, Inter- 
national Union of Leather Chemists Soci- 
eties. Barcelona, Spain. 


October 11-14, 1953 — Canadian Shoe 
& Leather Convention and Shoe Fair. Spon- 
sored by shoe manufacturers, shoe sup- 
pliers and tanners. Mount Royal Hotel, 
Montreal. 

@ 

Oct. 21, 1953—Annual Fall Meeting, Na- 
tional Hide Association. Edgewater Beach 
Hotel, Chicago, Ill. 


October 22-23, 1953—Annual Fall Meet- 
ing of Tanners’ Council of America, Edge- 
water Beach Hotel, Chicago. 


Oct. 26-29, 1953—National Shoe Fair, 
sponsored jointly by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association at the Palmer House 
and other Chicago hotels. 


Nov. 29-Dec. 3, 1953—-Popular Price Shoe 
Show of America showing of footwear for 
Spring and Summer 1954. Sponsored by 
National Association of Shoe Chain Stores 
and New England Shoe and Leather Asso- 
ciation. Hotels New Yorker and McAlpin, 
New York City. 


Feb. 14-16, 1954—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherlands 
Plaza Hotel, Cincinnati, O. 
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In a recent issue of the Journal of 
the American Medical Association, 
bible of the medical profession, was 
published an article on footwear. It 
was authored by Dr. Louis Starr, 
Brooklyn, N. Y., of the department 
of orthopedic surgery of New York 
University College of Medicine. 

Here is some of the profession ad- 
vice given to the approximately 300,- 
000 physicians who are readers of 
the Journal: 

In the house, barefoot walking by 
children should be held to a mini- 
mum. Barefoot walking should be 
reserved for treading on grass or 
sand. 

Sneakers are ideal for athletic ac- 
tivities such as in the gymnasium or 
on the tennis court. But they aren’t 
intended to be used all through the 
day or to replace shoes. 

An infant should begin to wear 
shoes as soon as he maneuvers about 
to any considerable extent outside 
the playpen. 

High shoes are preferable for in- 
fants, 

Slippers should have a limited use 
for children, but should not be used 
just because the child is indoors. 


Accepted As Gospel 


This type of information, posing 
under the head of professional advice 
or scientific fact, will likely be ac- 
cepted as medical gospel because of 
its authoritative source (the author) 
end its published medium (the 
Journal of the AMA). 

Yet this kind of information can 
be challenged with a flat denial. First, 
there is no convincing scientific evi- 
dence that barefoot walking by chil- 
dren around the house (or on any 
other hard surface) is damaging to 
the foot. There is acceptable evidence 
to the contrary. For example, the 
barefoot Chinese coolies running with 
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W hen a source of high medical repute delivers pro- 
fessional advice about footwear and foot health 
on the basis of personal opinion or experience, it’s 


time to ask: 


FAcT Or FICTION? 


rickshaws over cobblestones — miles 
each day and for years on end. Ex- 
aminations show these feet to be in 
excellent physical condition. 

Next, the suggestion that sneakers 
aren’t healthful for children’s feet— 
an old wives’ tale that has never been 
scientifically demonstrated. Though 
rubber may “draw” the feet, the can- 
vas uppers are so porous that there 
is a constant abundance of ventila- 
tion in such footwear. And their 
flexibility and lightness along with 
more-than-ordinary foot freedom 
give such footwear a high foot-health 
rating. At least nothing to the con- 
trary has been scientifically proved. 


Traditional Not Scientific 


Then, an infant should begin to 
wear shoes as soon as he starts walk- 
ing to any extent. While we agree 
with that, we do not agree with the 
implication that if the child doesn’t 
wear shoes at this time he will be- 
come foot-defective. That, too, has 
no scientific evidence to support it. 
It is a matter of opinion, of tradi- 
tional thinking. To the contrary, 
barefooted infants growing up on 
hard-packed ground surfaces prove 
to have exceptionally healthy feet. 

Dr. Starr says high shoes are pref- 
erable for infants. This has not been, 
nor cannot be, scientifically sup- 
ported. It suggests by inference that 
infants who wear low-cut shoes de- 
velop foot disorders — which has 
never been acceptably corroborated. 

Slippers should have limited use 
around the house for children. Again, 
a matter of opinion and not based 
on proven or demonstrated fact. 

Apparently, what Dr. Starr has 
done has been to take a list of “foot 
and shoe facts” that have been part 
of public mythology for years and 
presented them to the 300,000 doc- 
tors as medical or scientific fact. 
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This is a grave misfortune. It means 
that most of these physicians will 
accept that information as factual, 
as scientific truth, which it certainly 
is not. And they will apply that in- 
formation to their own practices, ad- 
vising their patients accordingly. 

Magazine and newspaper writers 
will likely quote that source of “au- 
thority” in repeating these unproven 
statements; medical or lay lecturers 
will spiel the same story from ros- 
trums. And the public will take it as 
gospel because it comes from “medi- 
cal authority.” 


Time For Analysis 


It’s time that the medical profes- 
sion, the foot doctors, the shoe in- 
dustry, the writers and lecturers, etc., 
stood up and challenged much of the 
“foot health” information or prop- 
aganda or “studies” being foisted 
on the American public as “scientific 
fact.” It’s time that myth be sep- 
arated from demonstrated truth. 

Shoe men and medical men have 
every right to express their opinions 
—and their opinions as associated 
with foot health or footwear demands 
especial respect. But so long as these 
views are primarily opinions — no 
matter how much “experience” is 
behind those opinions—they have no 
right to pose as scientific fact or 
proven truth. The medical profes- 
sion and the shoe industry does it- 
self an injustice to permit this type 
of propaganda to continue. 

When a science or a technology 
rests upon the weak ground of opin- 
ion rather than demonstrated fact, 
then the science and technology are 
subject to doubt and question. This 
can be changed by an effort to re- 
place fiction with fact. 


Reprints at nominal costs: Up to 100, 10c 
each; 200-500, 5c each; 1000-3000, 2'4c each; 
5000 or over, 1c each. 
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THIS ADVERTISEMENT, telling the general public 
about the inimitable qualities of genuine leather, is 
the latest in DIAMOND’s advertising series in support 
of the Leather Industries of America. It appeared in 
full color in TIME, March 30th and NEWSWEEK, 


April 13th. 
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STARTING EIGHT TRIPS AROUND THE EQUATOR 


CHEMICALS 
® 


You will walk in your lifetime, in all probability, enough miles to 
go around the equator eight times. That’s a lot of steps! So what 
better reason for treating your feet to the best? 

You can’t start too soon to enjoy the healthful comfort of genuine 
leather. In fact, pediatricians like to start babies out on chrome- 
tanned leather because it is so flexible, so resistant to scuffing and 
yet is porous and resilient. The leading tanners, not only in the 
United States, but all over the world, 5uy their chrome chemicals 
for imparting these modern qualities to leather from Diamonp. 

You can’t find any big industry which is not a big consumer of 
chemicals. Chemicals are basic, universal, indispensable. 


DIAMOND ALKALI COMPANY 


CLEVELAND 14, OHIO 


* ° 
Chumiizals you lve bY wo. ASH © CAUSTIC SODA ® CHLORINE & DERIVATIVES © SILICATES 


BICARBONATE OF SOOA® CALCIUM COMPOUNDS *® CHROME COMPOUNDS ® ALKAL! SPECIALTIES * ORGANICS 
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Is Population Really the Answer to 


SHOE INDUsTRY GROWTH? 


Production is far outrunning consump- 
tion. The industry’s expansion may be 
self-deceptive. The cure: change from 
*‘passive’”’ to “active” growth. 


Tue shoe industry is doing a much 
better job of producing shoes than it 
is of selling and merchandising shoes. 

In its growth plans, the industry 
has been putting all its eggs in a sin- 
gle basket: ulation growth. In 
short, the industry’s postwar produc- 
tion increase has been based almost 
wholly on population growth—very 
little based on an actual per capita 
pairage sales increase. 

While the industry may express 
optimism and enthusiasm about an 
annual production of 550,000,000 
pairs in the near future, it had better 
take a good look at its sales methods 
and equipment. By doing so, it may 
get a more realistic look at its actual 


performance as compared with its 
potential in terms of industry growth. 

Our postwar production growth as 
compared with the annual prewar 
(1935-40) average has shown a 26 
percent increase—almost identical 
_with the increase in population since 
1940. In short, if we’re making more 
shoes today it’s only because there are 
more people—not because we’re sell- 
ing more pairs of shoes to more peo- 
ple. (See Table 1.) 

But here’s the big catch: while we 
have shown a 26 percent increase in 
shoe output, we have shown only a 
14 percent increase—or about half 
—in per capita consumption based 
on production. 


This clearly indicates that the in- 
dustry continues to ride on the 
shoulders of population growth 
rather than under its own merchan- 


- dising and sales powers. 


While the industry may feel a cer- 
tain sense of “economic security” in 
the knowledge that no matter what 
comes, everybody needs and wears 
shoes, it has less reason—on the 
basis of past and present perform- 
ance—to feel equal confidence in its 
sales ability. 

This is shown in figures of percent 
of the consumer spending dollar be- 
ing spent for shoes. In 1930 the con- 
sumer spent 1.94 cents of his dollar 

(Continued on Page 38) 





Period Men’s 


Table 1 


Comparative Shoe Output* 
(Prewar and Postwar) 


Misses’ and Boys’ and 
Youths’ 


Women’s Children’s 


Total 
Averages 


Infants’ 
and Babies’ 





1946-51 pairs 
(annual average) 
1935-40 pairs 
(annual average) . . 101,500,000 
Postwar gain 

(annual average) .. 2,453,000 
Postwar gain %.... 2% 


. . 103,953,000 


56,097,000 
39,710,000 
16,387,000 

33% 


211,066,000 
153,859,000 


57,201,000 
27% 





rao ) 
(ann aver ay 
1935-40 sh 


(annual average) .. 
Per capita pairs, 
n or loss 
er capita percent, 


Table 2 


Per Capita Shoe Production* 


(Comparison Prewar and Postwar ) 


1.38 


4.59 
3.17 


3.90 
3.53 
37 1.42 


10% 45% 


*Does not include footwear classified as “All Other” (slippers, athletic, etc.) 
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17,626,000 36,660,000 
16,861,000 22,119,000 
767,000 14,541,000 


425,402,000 
335,049,000 


91,343,000 


63% 26% 





5% 


1.31 


35 
14% 
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eee isour name for the sen- 
sational thermo-adhesive used inthe construction of six important new box toe 
materials. Cream white in color, it is both clean to handle and clean in shoes. It 
softens speedily in box toe apparatus and permanently bonds the vamp lining to 
the box toe. Toe walls and domes are uniformly rigid yet their rearward portions 
are as you want them to be — flexible — and comfortable to the foot. Seven years 
in our laboratories, B compound, and the structural plastic films used with it, repre- 
sent the latest — and the ideal — box toe construction for volume shoemaking. 


For samples and further information please write Beckwith Manufactur- 
ing Company, Dover, New Hampshire, specifying the particular material 
you are interested in and enclosing patterns or tracings of the sizes wanted. 


WHITE FELT BASE WHITE FLANNEL BASE WHITE LAMINATE REY FLANNEL 3ASE GREY FELT BASE GREY FELT BASE 
Women's & Juveniles Women's & Juveniles Juveniles Women's & Juveniles Women's & Juveniles Men's 
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PICCOPALE—New TANNING CHEMICAL 


Its use imparts several desirable characteristics to leather 


One of the more versatile and less- 
expensive materials that has been 
recently developed for the processing 
of leather products is Piccopale, a 
hard hydrocarbon produced by the 
polymerization of unsaturates de- 
rived from the deep cracking of pe- 
troleum in its basic form. 


Piccopale, a new thermoplastic 
resin, is compatible with many 
leather-processing chemicals. It can 
be mend 9 either to lower costs or im- 
prove quality of leather and leather 
products. As constituents of coatings 
and impregnation solutions, Picco- 
pale materials permit the production 
of leather products with many desir- 
able qualities—including -better sta- 
bility, waterproof and skidproof sur- 
faces, increased abrasion resistance, 
and varying degrees of rigidity or 
flexibility. 


Available In Quantity 


Already available in large quanti- 
ties from firms like Pennsylvania In- 
dustrial Chemical Corporation at 
Clairton, Penn., it is a glass-clear 
thermoplast capable of filling the 
gap between petrolatum and _petro- 
leum rubbers in the formulation of 
numerous leather-processing chem- 
icals, 


In its basic form, it has a soften- 
ing point of about 100° C., a specific 
an of .970, a flash point of 500° 

» @ refractove index of 1.5116 at 
20° C., an acid number of less than 
one, a saponification number of less 
than two, an iodine value of 30 (cor- 
rected for substitution), a bromine 
number of 7.3, and practically no 
hydrogen absorption with an Adams 
catalyst. Standard grades of the raw 
material at present include solids, 
flakes, and solvent dispersions (com- 
prising 60% solids in mineral spirits) 


By Thomas A. Dickinson 


with melting points ranging from 
about 70° to 100° C. for the solids 
and flakes. 


In addition to aliphatic hydrocar- 
bons such as mineral spirits, Picco- 
pale is soluble in normal hexanol, 
octyl, most aromatic and chlorinated 
hydrocarbons, butyl acetate, isopro- 
pyl acetate, amyl acetate, ethyl 
butyrate, iso-amyl and diethyl ethers, 
methyl isobutyl and methyl hexyl 
ketones, dipentine, beta pinene, and 
gum turpentine. It is further com- 
patible with many conventional 
resins, drying oils, fatty acids, elasto- 
meric compounds, terpenes and rosin 
products, plasticizers, and waxes. 


Three Types Of Formula 


For the production of leather pack- 
ing, belting, etc., three general types 
of Piccopale formulae are now con- 
sidered most practical. They are: 


(a) Blends of Piccopale and GR-S 
synthetic rubber, in which the new 
material serves as a plasticizer and 
extender. Such blends are said to 
have improved color stability, flexi- 
bility, and strength in comparison 
with other GR-S compositions used 
in the manufacture of soling, molded 
articles, luggage, etc. 


(b) Blends of Piccopale and 
natural rubber, in which the new 
material serves as a plasticizer —- 
reducing material costs without a 
sacrifice of quality. The use of Picco- 
pale in such circumstances affects 
neither the curing time nor the sol- 
vent tolerance of natural rubber. 
Therefore, the blends are especially 
useful as adhesives and waterproofing 
compounds in the manufacture of 
leather products. 


(c) Blends of Piccopale and 
neoprene, nitrile, and other oil- 
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resistant synthetic rubbers. The plas- 
ticizing action of Piccopale in these 
blends is said to reduce costs and 
improve processing qualities where 
synthetic elastomers are used to pro- 
duce non-skid surfaces with maximum 
resistance to abrasion and weather 
conditions, 


Softener And Dispersion Agent 


In high styrene butadiene copoly- 
mers of the types used in the produc- 
tion of synthetic shoe materials (in- 
cluding uppers as well as soling com- 
positions), Piccopale simultaneously 
serves as a softener and as a disper- 
sion agent—being comparable to, yet 
less expensive than, coumarone- 
indene resins where light colors are 
essential to the effective use of pig- 
ments. 

Emulsified in water in a more or 
less conventional manner (that is, by 
using heat plus a small quantity of 
organic solvent and a fatty acid to 
disperse the material in water), Pic- 
copaie can be modified with a variety 
of softeners, resins, and fillers for 
use as a sizing material, waterproof- 
ing agent, adhesive, or polishing 
compound. Such modified emulsions 
are especially practical where low 
cost, light colors, good bonding quali- 
ties, and chemical stability are essen- 
tial characteristics of leather process- 
ing solutions. 

Chemical compatibility with most 
of the metallic soaps that are soluble 
in petroleum raphthas permits the 
use of Piccopale as the basic con- 
stituents of sizing or priming composi- 
tions for the impregnation of leathers 
which should have maximum resist- 
ance to mildew and moisture. 

Microcrystalline waxes of all types, 
if properly modified with different 
proportions of Piccopale, can attain 

(Concluded on Page 40) 
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DRYING PASTED LEATHER 


/d MINUTES 


IS NOT FANTASTIC—IT’S A FACT 


with PROCTOR 


“SECOTHERM © 


UNITS 


The Proctor “SECOTHERM” makes available a new 
concept in drying, applicable to side leather, calf skins, 
goat and sheep skins and splits. 
With the Proctor “SECOTHERM” unit, a drying cycle is 
completed in minutes instead of hours. Paste is applied to 
the wet leather, which is “‘slicked out” directly against 
the enamelled surface of the board or plate that is heated 
to a pre-set temperature. 
Both working surfaces of the unit (5’-8’’ x 11’-6’’) are 
maintained at a uniform temperature by means of heated 
water. With the wet leather applied directly to the hot 
late, rapid evaporation and uniform drying is effected 
y conducted heat rather than by the slower conventional 
method of convected heat from circulated air. 
The rate of drying may be observed and the leather 
removed from the plate with any desired final mois- 
ture content. 
When dried, the paste tends to remain on the plate rather 
than on the grain of the leather. 
pls on the heated agp effects a smoother grain 
resembling results from hot plate pressing. 
The Proctor “SECOTHERM” unit was originally devel- 
oped for small tanneries, but because of its sound basic 
principle it is being enthusiastically accepted by tanneries 
throughout the world. 
Since there are no motors or moving parts, and the unit is 
self-contained, the initial investment is so low that one 
or more units may be installed as needed for production 
or simply for laboratory experimental purpose. 
For additional information on the Proctor “SECO- 
THERM” wrie today to Proctor & Schwartz. 


*Trade Mark and U.S. and Foreign Patents applied for. 
i 4 


PROCTOR & SCHWARTZ : INC: SY Soe eh 


a ii Washers, extractors, and 


717 TABOR ROAD ° PHILADELPHIA 20° PA° ap 
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WAR PLAN HINTED IN SOVIET SHOES 





STOCKPILING OF 
ARMY SHOES INDICATED 


Flow Of Hides To Soviet 
Suspected 


A top government agency official 
believes recent and current develop- 
ments taking place in Russia and 
Iron Curtain countries could be 
pointing to a dramatic yet realistic 
possibility—that Russia and her sat- 
ellites are stockpiling hides, leather 
and leather shoes for war preparation 


pu be 

the official, who requested that his 
name be withheld, says that while 
his facts are not conclusive, many 
pertinent signs indicate that some- 
thing significant, militarily, may be 
brewing in the Soviet. 

The USSR Embassy in London re- 
cently announced that its 1952 shoe 
production was 375 million pairs— 
far above its previous record year 
of 1940, when it turned out 230 mil- 
lion pairs. An even higher quota is 
set for 1953. 


Shoe Supply Short 


But either the 375 million is a 
gross exaggeration, or the Soviet shoe 
industry is stockpiling military shoes 
for preparedness purposes. Indica- 
tion of this is the fact that civilians in 
Russia and satellite countries still 
can’t get an adequate supply of shoes. 
Per capita consumption is only about 
one pair. Reports coming out of 
Russia — escapees, foreign embassy 
officials and their families, journal- 
ists, visitors, etc.—are consistent in 
comments about severe shoe short- 
ages; and also, about exorbitant 
shoe prices for leather footwear at 
$60 to $125 a pair. 

The question: if Russia produced 
375 million pairs in 1952—enough 
for nearly two pairs per person 
(highest in Russian history )—where 
has this extra pairage gone if civil- 
ians haven't received it? This could 
well indicate military shoe stock- 
piling. 

In 1950, year of the Korean war 
outbreak, Russia’s shoe quota was 
240 million pairs of leather shoes. 
Final output was actually only 192 
million. Preduition snags are com- 
mon. But even more consistent has 
been the hide and leather shortage. 

Another significant sign, says the 
government official, is the greatly in- 
creased imports of hides, both by 





Iron Curtain nations and Western 
Allies nations. This, too, started 
somewhat abruptly last fall, contin- 
ues at a record-breaking pace. Rus- 
sia, Poland, Hungary, Rumania and 
Czechoslovakia all have stepped up 
their hide imports from Argentina, 
Mexico, Bolivia and other hide “sur- 
plus” nations. 

Meanwhile Japan, Italy, France, 
Holland, England and other nations 
are buying LU. S. hides, low-priced in 
comparison to world market prices, 
at record or near-record rate. There 
is rising suspicion that some of these 
hides are finding their way into 
Russia. 

Russia is in dire need of hides— 
particularly if war preparations are 
in the cards. Her cattle population 


‘was sorely hit by the peasant rebellion 
against farm collectivization in the | 


early Thirties, when peasants slaugh- 
tered millions of cattle and livestock 
in protest. Just when herds were 
again in the building stage, along 
came the German invasion and the 
destruction or confiscation of mil- 
lions of cattle. And postwar rebuild- 
ing of herds has been slow. Her 
present cattle population stands at 
an estimated 58.5 million. Thus Rus- 
sia is largely dependent upon hide 
imports. 

The consequent leather shortage 
has resulted in shoddy shoes, abun- 
dant use of synthetic and cheap plastic 
materials for civilian shoes. Wooden 
pegs are still used in many shoes. 
Cardboard outer and inner soles are 
common. 

Thus the over-all question posed 
by the U. S. government official: 
greatly increased hide imports, 
leather production and shoe produc- 
tion—yet civilians are getting no 
more and no better shoes than be- 
fore. Where, then, is it all going? 

The answer, says our government 
source; in all likelihood, into mili- 
tary leather footwear stockpiling at 
a significantly high and rapid rate. 


NEW TANNING FIRM 


Dermatan Leather Co., Inc., has 
been organized te tan high grade 
specialty leathers in chrome, vege- 
table or combination tannages at 321 
South St., Newark, N. J. Frank Ed- 
rich, well-known leather chemist, with 
many years of experience in leading 
U. S. tanneries, is in charge of the 
firm. 

Edrich reports some facilities are 
still available for additional business. 
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GAMBLE DENIES BROWN 
PURCHASE OF REGAL 


But Admits Negotiations 
Are Underway 


Rumors that Brown Shoe Co. of 
St. Lonis has purchased’ control of 
Regal Shoe Co. of Whitman, Mass., 
were denied this week by Clark 
Gamble, president of Brown Shoe Co. 

Gamble acknowledged reports of 
the purchase but said that no agree- 
ment had been reached. However, he 
did admit to LEATHER AND SHOES 
that officials of both companies have 
met recently to discuss a possible 
transaction. 

Meantime, rumors that the world’s 
second largest shoe manufacturer had 
purchased assets of Regal swept 
through the trade. The rumors 
climaxed reports over the past few 
weeks that General Shoe Corp. was 
negotiating for control of the Whit- 
man firm. In that time, Regal com- 
mon stock had soared from approxi- 
mately 6 to 144% and then slipped 
back again to 10%. 





Bulletin . . . James F. White- 
head, Jr., president of Regal 
Shoe Co., told Leather and 
Shoes this week that sale of 
the Regal Shoe Co., to Brown 
Shoe Co. has been virtually 
completed. Only a few minor 
details remain to be settled. 
He declared that the Regal 
.plant at Whitman, Mass., will 
definitely not be liquidated or 
closed nor will its 800 workers 
be laid off. Instead, he added, 
operations at the plant may 
well be expanded in the near 
future. 











At latest report, General Shoe now 
owns some 38 percent of 200,000 
shares of Regal stock. 

Authoritative sources claimed that 
the sale to Brown Shoe Co. has 
already been consumated. They 
said that Brown has agreed to include 
Spencer Shoe Corp. in the purchase 
and to retain the present Regal man- 
agement. 

Speculation was also rife of whether 
the Regal plant in Whitman would 
continue in operation or be liqui- 
dated. Regal employs some 800 work- 
ers there. 
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CUT SOLE STRIKE 
ENDED IN BROCKTON 


Workers Win 5% Wage 
Boost Plus Benefits 


A 20-day strike of some 800 cut 
sole workers employed in 17 cut sole 
factories located in the Brockton, 
Mass., area ended on May 19 when 
worker representatives agreed to a 
new 18-month labor contract. 

The new pact, effective immedi- 
ately, provides a five percent wage 
increase, an additional paid holiday 
this year and another next year, 
bringing total to six, and other fringe 
benefits. Workers had originally de- 
manded a 15 percent wage increase 
plus benefits and later modified this 
to eight percent. 

Worker representative is the Cut 
Sole Local of the Brotherhood of 
Shoe and Allied Craftsmen. The local 
had struck independently and re- 
mained on strike despite a previous 
agreement reached between the BSAC 
and shoe manufacturers represented 
by the Associated Shoe Industries. 

Either side may invoke a wage- 
reopening clause on March 1 of 1954. 
There will also be a joint union- 
management study of pay inequali- 
ties with some workers scheduled to 
receive a 1.75 percent wage increase 
on Aug. 18 of this year. Contract 
expires Nov. 30, 1954. 

Representing the BSAC in nego- 
tiations was John Jankowski while 
Walter T. Spicer, executive secretary 
of the ASI, appeared for manufac- 
turers. 


Want To Open A New 
Shoe Store? 


Interested in opening a retail shoe 
store? Afraid you don’t have enough 
capital or know-how of operating 
expenses and requirements? Is this a 
good time to go ahead? Well, all of 
these questions are answered in an 
article entitled “Want a Business of 
Your Own” featured in the May issue 
of Changing Times, the Kiplinger 
magazine. 

Kiplinger says that the general out- 
look today is “awfully good” despite 
considerable talk of a recession or 
business dip to come. But there are 
many pitfalls for the unwary. most 
of which are the cause of early busi- 
ness failures. 

In retailing, says Kiplinger, only 
about 65 percent of new firms get 
through their first year and only 37 
percent reach their fifth anniversary. 
After that, it’s gravy. 

In a chart listing 25 retail busi- 
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nesses—and what you should know 
about them—Changing Times sees re- 
tail shoe store requirements (based 
on a national survey of such stores) 
as follows: Minimum starting capital, 
$8,000-$12,000; number of families 
needed to support, 1,900; failure rate 
per 10,000 firms (1952), 50; total 
number in operation, 19,500; average 
full-time employes, 2.7. 

Typical annual sales volume is 
$67,500. Cost of goods sold averages 
$43,670 or 64.7 percent of sales. 
Typical annual operating expense is 
$13,900 or 20.6 percent of sales. Av- 
erage annual rent is $4,390 or 6.5 
percent of sales, annual advertising 
cost is $1,550 or 2.3 percent of sales, 
and annual wages paid out average 
$5,200 or 7.7 percent of sales. 

Finally but not least, the average 
owner’s salary and profit before taxes 
is $9,920 or 14.7 percent of sales. 


PROPOSE OPEN FORUM 
FOR SHOE RETAILERS 


A group of prominent shoe manu- 
facturers and independent retailers is 
reported to be planning to sponsor a 
shoe retailer forum this fall in Chi- 
cago, possibly just before the Na- 
tional Shoe Fair opening. 

Purpose of the forum, which 
would invite audience participation 
from consumers at large as well as 
manufacturers, retailers and_ the 
press, is to promote better under- 
standing among all segments of the 
industry as well as improving rela- 
tions with consumers. 


STABLE SHOE PRICES 
SEEN FOR CANADA 


Council Sees New Horizons 
For Industry 


Canadian shoe prices will remain 
reasonably stable during the next few 
months, according to the Shoe and 
Leather Council of Canada. 

Council spokesmen said that in- 
dustrial developments and inevitable 
growth of population in Canada will 
continue to open up new opportunities 
for the Canadian footwear industry, 
regardless of changes in the cold war. 

“The tremendous development of 
our natural resources, and in pros- 
pect, opening up of the rugged North, 
the industrial South and far West, 
presents a great challenge to our in- 
dustry in meeting special needs of the 
men who will do the job. We mean 
to keep abreast of these. 

“At the same time, new leathers and 
finishes assure that Canadians, more 
than ever before, will be interested 
in purchasing Canadian footwear and 
increasing the size of their shoe ward- 
robes. 

“We believe shoe prices will be 
reasonably stable and are confident 
of the ability of tanners, manufactur- 
ers, allied trades and retailers to ade- 
quately produce and supply merchan- 
dise at a price that will keep the 
value of Canadian footwear second 
to none.” 








FRIENDS FETE PROMINENT TANNER 























Head table guests are pictured at testimonial dinner, Thursday evening, May 14, at Salem 
(Mass.) Country Club for Louis Verza, president of Verza Tanning Co., Peabody tanner. Verza 
was presented with a new Cadillac by friends at the occasion. Left to right, seated: Mayor 
Philip C. O'Donnell of Peabody; Louis Verza; Felix Carr of Carr Leather Co., toastmaster; 
Rev. William A. Donaghy, Retreat Master Superior of Campion Hall, North Andover. Stand- 
ing: Irving R. Glass, executive vice president, Tanners’ Council; Thomas Cyrs of Peabody 
Chamber of Commerce; Carl Shotwell and Bertram Creese, president and secretary of the 
Massachusetts Leather Manufacturers’ Association; and Lawrence L. Jones, president of the 


National Shoe Manufacturers Association. 
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HUMAN APPROACH STILL 
A SHOE SALES MUST 


Bayes Urges Retailers Give 
Personalized Service 


“The business of shoe retailing 
may be losing its grip on the most 
important element in successful shoe 
selling —the human approach to 
customers.” 

So declared Philip Bayes, president 
of Solby-Bayes, leading Boston shoe 
retailer, in addressing a large as- 
sembly of Canadian shoe manufac- 
turers and retailers at the Maritime 
Shoe Fair, May 18, at Amherst, Nova 
Scotia. Bayes, whose store claims to 
stock the largest range of sizes of any 
shoe store in the world, was the fea- 
tured speaker at the Fair. 

“In our haste and eagerness to sell 
shoes, we have been forgetting some 
of the fundamentals of basic selling 
—-forgetting that we are dealing with 
people, with emotions and states of 
mind, with a wide variety of tastes 
and behavior patterns,” said Bayes. 


“With a growing number of shoe 
stores the human side of the customer 
is being neglected; the appealing 
touches of personalized service that 
every customer wants and expects. 

“The homey, customer-store rela- 
tionship of the family shoe store is 
disappearing, brushed aside by the 
streamlined operation of the sell-’em- 
fast store of today. While it should 
be the aim of all shoe stores to turn 
their merchandise over as rapidly and 
frequently as possible, this method of 
selling can run smack into the law of 
diminishing returns. When the sale 
becomes more important than the 
customer, the sale begins to require 
more push to succeed. It becomes a 
vicious cycle, with the customer 
forced more and more toward the 
end of the rope of patience and satis- 
faction.” 

Another important phase of Bayes’ 
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talk dealt with modern shoe store 
operations. Bayes, who not only runs 
a highly successful shoe store, but 
has visited hundreds of retail shoe 
stores as a roadman, has accumulated 
a tremendous experience in analyz- 
ing retailing methods. 

He outlined a variety of common 
shortcomings or flaws in retail shoe 
store operations—in administration, 
accounting, stock control, buying, 
cost-profit relationship, etc. Dealing 
specifically with each of these, Bayes 
demonstrated modernization — tech- 
niques employed by successful stores, 
and how profit margins can be im- 
proved without raising prices by 
more efficient control of store opera- 
tion. 





THREE-CORNERED SHOES 


An Australian professor of ana- 
tomy says we’re way off beam in 
the shape of our shoes. Footwear, 
insists Dr. F. W. Knowles of 
Queensland University, should be 
triangular in shape to conform to 
the true triangular contour of the 
foot. 

The professor has been wearing 
these three-cornered shoes for the 
past three years, during which 
time he has been conducting ex- 
periments. He claims that conven- 
tional shoes “squeeze big and little 
toes inward, giving them an un- 
natural shape.” 

Dr. Knowles reports that his 
X-ray tests show that feet resume 
their proper shape after three years 
of wearing “natural shape” shoes. 

Seems that human beings have 
an affinity of doing many things 
tail-end to in clothing. In Colonial 
times, for instance, they were 
three-cornered hats for round 
heads. And now it’s round shoes 
for three-cornered feet. The pro- 
fessor may have something, at that. 











St. Louis Output Up 
14 Percent 


For the first two months of 1953, 
shoe output in the St. Louis district 
ran 14 percent ahead of the same pe- 
riod last year. Output for January and 
February amounted to 17,548,000 
pairs as compared with 15,440,000 
for the same two months of 1952. 

February figures just released 
show an output of 8,656,000 pairs. 
as against 7,549,000 for February, 
1952—an increase of 15 percent for 
the month. 
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BROWN SHOE MEN 
HEAR THREAD TALK 


Bowne Discusses Common 


Thread Problems 


Addressing some 350 factory execu- 
tives of the Brown Shoe Co., St. 
Louis, Curtis E. Bowne, head of the 
Industrial Sales Division of the 
American Thread Co., discussed in 
detail the application of newer types 
of sewing threads to shoemaking. 


Most of Bowne’s talk centered 
around the application of Nylon and 
Dacron threads. He said that the 
change-over to such synthetic threads 
—or to specially treated regular 
threads—requires specific sewing 
machine adjustments. He discussed 
the chief reasons for failures of 
threads as caused by abrasion, strain 
on seams, too few stitches per inch, 
deterioration from acids or mildew, 
wrong tension adjustment, etc. Meth- 
ods to overcome these common fail- 
ures were demonstrated. 


Bowne declared that while there 
had been numerous test comparisons 
made of straight breaking strength of 
threads, little had been done about 
what he called “loop break strength.” 
All stitches are a series of loops, and 
the strength of the thread in the seam 
bears a direct relation to the loop 
breaking strength of the thread, not 
to the straight breaking strength. 


Multiple Stitching 


On the subject of multiple versus 
single rows of stitching, Bowne 
stated that multiple stitching gives 
the far greater seam strength, but 
only if done with a multiple needle 
machine. If a single needle machine 
sews one row of stitching adjacent 
to another, the multiple stitch seam 
strength is not achieved. 


Nylon thread has much greater 
stretch than cotton. Thus, in work- 
ing with Nylon due consideration 
should be given to the greater stretch 
or breaking point. Sewing machines 
must be far more precisely adjusted 
with Nylon than with cotton. Dac- 
ron, too, has a high stretch point, but 
of a distinctly different nature than 
that of Nylon. 


“There are no hard and fast rules 
when changing over from cotton to 
synthetic fiber threads,” said Bowne. 
“The important thing is that the dif- 
ferences in physical characteristics 
of these threads be understood for 
best results.” 
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OVER A CENTURY 
OF TOP VALUES 


When you see a product that has been 
a leader in its field for over 100 years, 
look for an unbroken record of 


customer-satisfaction. 

Since 1852 England Walton sole leathers have been giving steady 
satisfaction to shoe manufacturers, retailers and public—thanks to the finest 
quality that technical skill and tanning craftsmanship can produce. 

And although no expense is spared to keep them the best that money can buy, 
they cost you no more than ordinary brands. 
You're getting —and giving —the top value in sole leathers 
when you specify England Walton. 


ENGLAND WALTON BENDS, CUT SOLES ANO SOLE LEATHERS 


A.C. LAWRENCE LEATHER COMPANY 


A DIVISION OF SWIFT & COMPANY (INC) 


BOSTON - CAMDEN + PEABODY - NEW YORK « ST.LOUIS - COLUMBUS - MILWAUKEE - LOS ANGELES 
SAN FRANCISCO - ASHLAND, KY. - NEWPORT, TENN. - HAZELWOOD, N. C. 


May 23, 1953 LEATHER and SHOES 








NEW PASTING UNIT PART OF HEBB EXPANSION PROGRAM 








Hebb Leather Co., Inc., of Boston, 
this week announced completion of a 
modernized leather pasting and dry- 
ing unit at the plant of Creese & Cook 
Co., Danvers, Mass., tannery affiliate 
of Hebb. 

The new unit, installed by Proctor 
& Schwartz, Philadelphia leather dry- 
ing machinery manufacturer, covers 
some 4,000 square feet of floor space 
at the upper leather tannery and is 
capable of handling large and small 

read leather in sides or as whole 

ins. 

Installation of the unit is in keeping 
with Hebb’s program for improve- 
ment of quality and more efficient 
production of lining, dress and casual 
leathers. The company is expanding 
production upper and lining leathers. 

George S. Hebb, founder of Hebb 
Leather Co., is president and hide 
buyer; Gordon B. Hebb is treasurer 
and assistant hide buyer; George S. 
Hebb, Jr., is assistant treasurer, sales 
and production coordinator; and 
Selden E. McKown is president of 
Creese & Cook. 


Don't Let The Stars Get 
In Your Eyes 


Gently humming snatches from 
America’s current hit tune, Ralph 
Rebach of Samuel Smidt Chemical 
Co., Peabody finish manufacturer, 
sprayed the finish coat on a trial side 
under Mexico’s midnight skies. His 
only light was provided by a pair of 
automobile headlights. 

Rebach had worked several hours 
on a finish problem for a small Mexi- 
can tanner. Night fell before the side 
was ready for its final coat. Because 
lighting facilities within the poor 
tannery were inadequate, Rebach 
rigged up a frame in the tannery 

ard, focused his automobile head- 
fights upon the side. By midnight, 
the job was finished. At dawn, the 
finish was dry, the tanner was happy 
with his leather and Rebach left for 
another appointment, a new order in 
his pocket. 

Rebach spent sorae-time recently 
surveying the Mexican tanning mar- 
ket. He reports smaller Mexican tan- 
ning material dealers show great in- 
= in solving their problems. 

such dealer, who sells pigments, 
binders and dressings to local tan- 
neries and shoe factories, specializes 
in mixing them on the spot as needed 
for a single job at “seat a 
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Top: Tannery worker at Creese & Cook Co. in Danvers, Mass., paste side of "Gypsy," full 
grain, casual shoe leather on glass frame of new pasting and drying unit installed by Proctor 
& Schwartz of Philadelphia while Walter T. Creese (left) and George S. Hebb., Jr., look on. 





Middle: Glass frame at left holding two sides of upper leather, one of each side of frame, is 
seen on overhead conveyor en route to drying oven. Foreground shows other frames already 
in oven. Entire operation is automatically controlled, 


Bottom: Left to right, George S. Hebb, Jr., sales and production coordinator of Hebb Leather 
Co., Inc.; a tannery worker; and Selden McKown, production supervisor of Creese & Cook 
Co., Hebb tanning affiliate, look on approvingly as side of line leather is stripped from glass 
frame after emergence from drying oven. 
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The real test for innersoles is their reaction to body 
weight. Those innersoles that are too soft will give 


too much; those that are too firm won’t give enough. 


Recognizing this, Spongex cellular rubber com- 
bines the right degree of both softness and firmness. 
This right combination is why a Spongex cellular 


rubber innersole cushions, yet won’t flatten out. 


And Spongex costs less than any other type of 
innersole cushioning with comparable compression 
resistance. Sheets and rolls of Spongex cellular rub- 
ber for innersoles are available in thicknesses of 
3/32”, 1/8” and 3/16”. Color is beige. Write to us 


for samples and prices. 


BODY 
WEIGHT 


SPONGEX 
INNERSOLE 
CUSHIONING 


Custom molded sponge rubber soles 
Dir-cut soles of sponge and latex foam 
Sheet stock for innersole cushioning 


ANOTHER 


THE SPONGE RUBBER PRODUCTS COMPANY @y¥I)\ (43. 
651 DERBY PLACE SHELTON, CONNECTICUT PRODUCT 
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CIO SHOE UNION SEEKS 
$100-A-MONTH PENSION 


Delegates to the annual convention 
of United Shoe Workers of America, 
CIO, held last week in Atlantic City, 
N. J., passed a resolution calling for 
industry-wide $100-a-month pensions 
for retired CIO shoeworkers. 

The resolution calls for the pension 
plan to be included in all future con- 
tract negotiations between the union 
and shoe manufacturers. USWA 
claims to represent some 60,000 work- 
ers employed in 400 shoe firms. 

The convention also voted a reso- 
lution pledging continued support of 
the CIO’s organizational drive in 
Pennsylvania factories. At present, 
say CIO officials, only 12 of the state’s 
146 are organized. 





3-D SHOES 

Three-dimension will soon in- 
vade the advertising field—and 
it'll be a shoe advertisement that’s 
first of its kind. In the June issue 
of the magazine Gentry there’ll be 
an ad of the Foot-Joy division of 
Field & Flint Co. 

Prepared by Marshall Bachen- 
heimer of chenheimer-Lewis, 
Inc., it will employ the old stere- 
opticon principle. It'll show a 
pair of above the headline: 
‘See How They Stand Out.” And 
to give the desired effect, a pair 
of colored glasses are being tipped 
into each page of the magazine. 











SCHMOLL TO REORGANIZE 
rts that Armand Schmoll, Inc., 
New York City hide and skin broker 
and importer, is liquidating its busi- 
ness were denied this week by a 
a ag spokesman. 

e official said, however, that a 
reorganization is in process. The firm 
will definitely continue in the hide 
and skin business, he declared. 


NEW QUEBRACHO FIRM 

’ Tan-American Corporation has 
— offices at 42 Broadway, New 

ork, to import Paraguayan Que- 
bracho Extract. The new company 
will act as sole agent for the “Casado” 
and “Tanextra” brands produced in 
Paraguay by S. A. Carlos Casado 
Ltda., oldest shipper in the country. 

Casada, which owns vast quebracho 
forests in Paraguay and factories in 
Puerto Casado, will increase produc- 
tion of the extract in order to allot 
larger quantities to the U. S. and 
Canada. 

President of Tan-American Corp. 
is Oscar Pando. Frank Ziegler will 


act as sales director. 





MILITARY 
BIDS AND AWARDS 





Glove Shells 

May 27, 1953—TAP-30-352-53- 
670—546,300 pr. glove-shell, leather, 
M-1949; 81,300 pr. size 3; 390,000 
pr. size 4; and 75,000 pr. size 5; de- 
livery at the rate of 182,100 pr. each 
during December, 1953; January, 
1954, and February, 1954; FOB ori- 
gin; for small business concerns 
only. Opening, New York, 4 P.M.; 


this procurement for the Army. 


First Aid Pouches 


May 28, 1953—TAP-30-352-53- 
689—6,145 ea. pouch, first aid, 
pocket, air police, black leather; a) 
3,075 ea. for Shelby, O.; and b) 3,072 
ea. for Maywood, Cal. 100% domes- 
tic pack; delivery: all during August; 
FOB destination; opening, New 
York, 2 P.M. this procurement for 
the U. S. Air Force. 


Tan Oxfords 


June 1, 1953—TAP-30-352-53- 
712—67,944 pairs, low quarter, tan, 
mildew resistant oxfords, regular and 
supplemental tariff sizes. Delivery 
schedule: September 1953—Novem- 
ber 1953. Opening in New York, this 
procurement is for the U. S. Army. 


Leather Belts 


June 2, 1953—TAP-30-352-53- 
702—1) 244 ea. belts, weighted, 
light-weight; mineral-tanned; black 
leather; a) 144 ea. for N. Y. C.; b) 
100 ea. for Oakland, Cal.; 2) divers’ 
dresses, with rubber fabric body; a) 
623 ea. for Brooklyn; and b) 600 ea. 
for Oakland, Cal.; delivery on both 
items by March, 1954; opening, New 
York, 2 P.M.; this procurement for 
the U. S. Navy. 


AWARD LEATHER RIGGING 


Hess & Hipkins Leather Co., Rock- 
ford, Ill., awarded contract on TAP- 
30-352-53-553 for 56,615 lbs. of vari- 
ous genuine leather rigging. This 
procurement is for the U. S. Navy. 
Value of award $45,325.35. 


LEATHER STRIPS AWARDED 


Three awards made on TAP-30- 
352-53-432 for leather sole strips, 
13” wide. S. H. Frank & Co., San 
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Francisco, gets 10,000 lbs. — value 
$6,800.000; Haines Leather Co., Inc., 
Boston, awarded 60,000 lbs.—value 
$41,100.00; Morris Feldstein & Sons, 
New York, awarded 15,000 lbs.— 
value $9,490.00. Procurement for 
U. S. Army. 


AWARD MEN'S OXFORDS 


Sportwelt Shoe Co., North Easton, 
Mass., awarded contract on TAP-30- 
352-53-NEG-148 for 22,496 prs., 
men’s black leather oxfords. Dollar 
value of award, $111,242.72. Pro- 
curement for U. S. Navy. 


HEAVY LEATHER GLOVES 


Two companies awarded contracts 
on TAP-30-352-53-558 calling for 
heavy leather gloves, M-1950. Stein- 
berg Bros., New York, gets 40,500 
prs., valued at $79,380.00; Triangle 
Glove Co., Inc., Milwaukee, awarded 
12,600 prs., valued at $24,633.00. 
Procurement was for U. S. Army. 


OPEN RUBBER SOLES 


Two rubber companies bid low 
under ASTAPA invitation TAP-30- 
352-53-656 for two sole items. Beebe 
Rubber Co., Nashua, N. H., was low 
on item 1) 6,086 pr. of crude rubber 
soles, size 13; a) 1,122 pr. for 
Shelby, 0., and b) 4,964 pr. for May- 
wood, Cal. The firm offered all at 
.335 and .365; 30 days acceptance, 
net. And the B. F. Goodrich Co., 
Akron, O., was the low bidder for 
item 2) 6,020 pr. of full rubber soles 
for Oakland, Cal. Goodrich wants 
to supply the total quantity asked for 
at .451; 60 days acceptance, 2% cash 
at .451; 60 days acceptance, 2% cash. 
There were four other bidders. 


LEATHER CHAMOIS 


The Gulf & West Indies Co., Inc., 
New York City, was the low bidder 
at the opening of ASTAPA invitation 
TAP-579. The firm offered to supply 
25,000 ea. leather chamois, made 
from fresh-splits of sheepskins, the 
total quantity asked by the Navy, at 
1.49 ea.; 20 days acceptance, 2% in 
30 days—regardless of any one of the 
six specified destinations. 

One of the aine bidders—United 
Equipment Parts Co., Pittsburgh, Pa. 
—submitted a lower-priced quotation. 
United offered to supply all at 1.13 
ea., 60 days acceptance, net; but the 
bid was not signed and the ASTAPA 
bid officer indicated that the bid 
would probably have to be disquali- 
fied. 
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Like all Celastic Box Toes, 
the one shown in this un- 
retouched “cutaway” 
photo has served its owner 
well. He is Mr. Paul E, 
Fudge, of Nashville, Ten- 

ee: Bit nessee. Occupation: tele- 

Phone linesman. Mr. Fudge states: “My 

shoes have to take a lot of punish- 

ment and with these | never ex- 

perienced any toe discomfort 

due to loose linings.” 





It’s a Rugged Job 


BUT “CELASTIC” BOX TOES 
ASSURE TOE COMFORT 


The wearer may not know his box toes are “Celastic” nor even that he 
has box toes in his shoes, but he does recognize toe comfort and pleasant 
toe freedom without wrinkled toe linings. 
“Celastic” is designed not only for rough usage, but for every day 
comfort in shoes of many styles...men’s, women’s and children’s. 
“Celastic” duplicates the contours of the toe of the last and forms a 
structural shape over the toes. Because of this “Celastic” is a measure of 
quality protection for the designer and manufacturer...a feature that 
builds customer loyalty for the retailer. It assures proper preservation 
of toe style and toe comfort, in play shoes, in street shoes...and in *Celastic is a registered trademark of the Celastic Corp. 


work shoes. 
UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Initial fanfare over reported sale of Regal 
Shoe Co. to Brown Shoe Co. has served to cloud 
several issues. First is, will Regal plant in Whitman, 
Mass., continue to operate under Brown management . . . or 
be liquidated. Betting is on latter . . . meaning some 800 
shoe workers will be out of jobs. 


Purchase by Brown instead of General Shoe 
Corp. comes as a surprise to many. All rumors in 
recent weeks have centered on General, which has been buy- 
ing big blocks of Regal stock. As matters stand, General 
now controls some 38% or 200,000 shares of Regal stock. 
What General will do with Regal stock is another question. 


One fact is certain: purchase of Regal is an- 
other big step in Brown's drive toward more retail outlets. 
Addition of Regal’s 108 retail stores and leased departments 


from coast to coast further solidifies Brown's position as 
world’s largest in factory-owned outlets. 


Brown has offered to buy majority control 
of Regal stock at $754 per share, it is reported. 
General had previously offered $614 per share but refused 
to take either Spencer Shoe Corp., Regal affiliate, or Regal 

t along with the deal. Principal Regal stock- 
holders balked at selling control under these conditions. 
Then Brown came along and agreed to include both Spencer 
and Regal officials. 


Whether or not to raise prices has most St. 
Louis shoe manufacturers frankly puzzled. Some 
have enough leather and materials on hand for next few 
weeks. These are waiting until they need replacements be- 
fore taking action. However, majority of St. Louis produc- 
ers feel prices should be raised to cover increased costs—and 
raise should be instituted now. 


No official pronouncements of higher prices 
forthcoming as yet. Unless hide and skin and leather 
market takes unexpected slump, boosts are bound to come. 
Look for rash of announcements at any time. Meantime, 
most factories still operating on full schedule, say Fall out- 
look is excellent. 


Four labor unions in shoe manufacturing 
field now claim a combined membership of 120,750. 
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Of these, more than half are women. This is reported in 
new directory of labor unions published by U. S. Department 
of Labor. 


Here is breakdown: United Shoe Workers of 
America listed at top with 60,000 members and 135 local 
unions. Exactly half the 60,000, or 30,000, are women, 
according to directory. 


Boot and Shoe Workers Union, AFL, is 
listed with 50,000 members of which 30,000 are 
women. Union has 126 locals. Brotherhood of Shoe and 
Allied Craftsmen claims 6,925 members with 2,100 women 
and 15 locals. Shoeworkers Protective Association of 
Auburn-Lewiston, Me., claims another 3,800 members with 
1,900 women. 


Two notes of caution: first, Labor Department 
Directory apparently has listed union membership as _re- 
ported by unions themselves rather than taking certified 
count. On this basis, membership rolls may be slightly 
padded. On other hand, Directory does not list other smaller 
unions, many of which are found in small shoe towns. Also 
company unions. These might add appreciably to totals. 


Profits of leading leather and shoe produc- 
ers in 1952 declined fully 14 percent from 1951. 
This is shown in recent survey conducted by New York 
Times. Survey indicated higher taxes, serious strikes and 
Government controls “clamped rather severe restraints on 
their operations and profits last year.” 


Top 18 leather and shoe firms reported com- 
bined profits of $24,653,000 in 1952 against $28,614,000, 
almost $4 million less. This was despite record sales in most 
instances. Actually, high sales volume in 1952 prevented 
profits decline of much larger proportions. Another key 
factor was fact organized labor pushed wages to new highs 
during year, lost twice as much time through strikes as in 
1951. Strike figure is applied to all industries, nationally. 


Another survey—this one in National City 
Bank of New York Monthly Letter for April—lists results 
for 31 leather and shoe firms as follows: Net income after 
taxes in 1952 totaled $27,329,000 or 13% less than profits 
after taxes of $31,307,000 in previous year. 
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The bag leather in these handbags has been dyed to a rich, 
deep black. The Du Pont Dyes that were selected are uniform 
and level-dyeing. They helped produce leathers that are full 
in shade, with a sales-inviting appearance. 


) for ¥ +r have excelle exhausting — . -_ 
Du Pont Dyes for leather have excellent) exhaustin; DEVELOPED BLACKS FOR 


qualities and excellent affinity for leather, minimizing water fii: 
spotting and wet bleeding. Du Pont Dyes will give your DYEING BAG LEATHER... 
leather goods long-lasting color performance that is sure to 
bring customer satisfaction. Du Pont Leather Diazo Black H 

You will find that Du Pont Dyes ...and Du Pont’s tech- 
nical service staff. ..can help you solve any coloring problem 


vou might have. Write E. 1. du Pont de Nemours & Co. BHSW Conce., shaded with either 
(Inc.), Dves and Chemicals Division, Wilmington 98, Del. ce 
Diazo Blue BR Cone. 125%. or 


or Pontamine* Diazo Black 


Z. Diazo Green 2GL Cone. 200%. 
REG. U.S. paT.OFF. Un (; ¢ 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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Northwestern 


NORTHWESTERN LEATHER COMPANY - BOSTON 11, MASS. 





Men who know shoes 
and shoemaking prefer 


NORTHWESTERN for 


good "Cas0red. 


DEPENDABILITY - UNIFORMITY - ECONOMY 


Three salient characteristics are always associated with the 
famous Northwestern line—economy, uniformity, dependability. 
For the utmost in versatility to meet today’s demand, for 
high standards of quality shoemaking, for style, Northwestern 
tannages have everything that is needed to help you make 


selling plans for the seasons ahead. 


Soonac « Kitchener * Snoboot 
Northwest Mounted « Tamarac 
Sootan ¢ Mackinac « Pac ¢ Elko 


Smooth Pac « Tanac « Deerskin 


Leathers 








ANILINE LEATHERS 


Good solubility ... level-dyeing properties 
... high clarity and richness of tone 
make these Geigy designed-for-leather 
dyestuffs outstanding colors for flame- 
coating aniline or semi-aniline finishes. 
/ These colors will produce a wide variety of 
fashion shades from glowing russets to deep walnut. 
Your Geigy representative will discuss the application of these colors 
to aniline leathers on his next visit. 


Sella Acid Brown G Supra 
Sella Acid Brown R Supra 
Sella Acid Brown B Supra 
Sella Fast Brown DR Extra 
Acid Leather Brown GBL 
Acid Leather Dark Brown G 


Acid Leather Dark Brown R 


Big Geigy Company, Inc. 


89-91 BARCLAY STREET, NEW YORK 8, NEW YORK 
BRANCH OFFICES: BOSTON * CHARLOTTE, N.C. * CHICAGO * LOS ANGELES 
DYESTUFF MAKERS PHILADELPHIA © PORTLAND, ORE. * PROVIDENCE * TORONTO 

SINCE 1859 IN GREAT BRITAIN: The Geigy Co., itd., Manchester 





LEATHER and SHOES May 23, 1953 





FASHION 





| oO SHOE 


“Stylescope- 


NEWS 
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Slim outside wedges beginning to make inroads in little 
girls fashion picture. These on pert single-strapped dressy 
styles. Black suede, red alligator grain. Emphasis on little 
girls’ shoes for Fall on trimmed styles. Single-strapped 
styles take embroidery, metallic treatments, braided ideas 
on vamps and throat lines, giving them extra dash. Fol- 
lows in wake of tremendous interest in trimmed pump styles 
for women. These touches of nailheads, sparkly details 
add note of glamour which small fry love. 


Modified Spanish toe being seen in many volume lines 
for Fall. High fashion agog about this new triangular look 
to shoe vamp. Positive acceptance in this category. How- 
ever, many skeptics when it comes to volume. But style is 
so strong in higher priced lines, that chances good it won't 
die quickly, will have necessary time required for average 
consumer to take to its new look. Modified toes look good, 
styles attractive. Especially smart in aniline finished brown 
patterns. 


Medium-toned browns reported selling well on early Fall 
orders for women's Fall shoes, especially in aniline finishes. 
Biggest news in color still is in brown family, steadily gain- 
ing in importance and meeting expectations of earlier 
predictions. Beige and camel colors especially good in 
low-heel and casual types—in shoes with soft constructions. 
Extremely dark brown emerging as very high fashion note. 


——— 


Fashion vanguard across nation notices return to formal 
dress for men. Although trend has not reached propor- 
tions of boom, is slowly gaining over what has been the 
case for several years. Sales in men's formal wear’ show 
solid percentage increases everywhere. This means that 
the black shoe definitely has greater potential than hereto- 
fore. It might also mean a new stress on patent leather 
pumps for men, with fresh styling details and ideas. A 
trend worth cultivating since formal items of clothing defi- 
nitely fall into the extra-sale class. 


A regal trend in women's fashions. This due to influence 
of two very popular women—Queen Elizabeth and Mamie 
Eisenhower. Both have injected—by their own nature— 
feeling of ladylike elegance into fashion. Examples of this 
new trend can be seen in shifting fashion scene. At be- 
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ginning of year, fabric emphasis was on textured, nubby 
surfaces. Now fabrics lean toward smooth, polished, ele- 
gant finishes. Silhouettes which were bouffant (full-skirted 
petticoat fashions) are now defined. Straight, slim skirt 
leads fashion hit-parade. Clothes have regal, slim, close- 
to-the-body look. 


This change is interpreted in shoe fashions. Boom in ani- 
line finished, sleekly-polished leathers outstanding. Shoes 
slimmer, more closely hugging the foot. Constructions 
soft and supple, giving shoe fluid feeling. Throatline higher 
ending elegance and grace with light designs. Textures 
revert to smooths once more. Colors have rich, glowing 
finish. Even volume lines have look of high fashion, fitting 
into this era of high fashion. 


a 


Special colors approved for children's shoes by Chil- 
dren's Shoe Style Committee of National Shoe Retailers 
Association. These will be available in fall lines. First, a 
warm brown tone similar to Cognac shade on official color 
card of women's leathers. This to be called Brown Berry, 
to be used for boys’ and girls’ shoes, especially in welt 
school types. Has been chosen because harmonizes well 
with color ranges in both boys’ and girls’ fall apparel. 
Offers a refreshing supplement to darker brown coffee tone 
which has been basic in children's footwear for long time. 


Cherry Red from official color card of women's leathers 
selected as special color for girls’ shoes. Cherrytone from 
official color card of men's leathers selected as basic color 
for boys’ shoes. Cherry Red has climbed to important 
volume position in recent years in girls’ shoes in size ranges 
from 8!/, to 3 and 3!/, to 8. The cordovan type color, 
Cherrytone, is a favorite in boys’ shoes in new half-boot 
types and in cowboy boots. 


Special children's footwear colors serve as one of impor- 
tant means of attracting interest of children in their shoes. 
These colors are available from leading tanners in full grain 
kips and sides in smooth and elk finishes, and in corrected 
grain of sides and elk finishes. 


“Koralis Marptranaine 
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“He never was much for letter- 
writing when he was in college. 
But he must know how anxious 
Mother and I are . . . now that he’s 
off in Korea. Haven’t heard from 
him in six weeks. Of course, they 
say ‘no news is good news’. . . but 
I wonder. Maybe he can’t write . . . 
because . . . maybe he’s in a hos- 
pital somewhere. And maybe he 
needs blood. I don’t know . . . but 


Give Blood Now 


CALL YOUR RED CROSS TODAY! 
NATIONAL BLOOD PROGRAM 


I’m not taking any chances. That’s 
why I’m giving blood.” 
Sak 

Yes, all kinds of people give blood 
—for all kinds of reasons. But 
whatever your reason, this you can 
be sure of: Whether your blood 
goes to a combat area, a local hos- 
pital, or for Civil Defense needs— 
this priceless, painless gift will 
some day save an American life! 
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Business Executives! 
Vv Check These Questions! 


If you can answer “yes” to most of them, 
you—and P ed company—are doing a 
needed job forthe National Blood Program. 


Have you given your employees 
time off to make blood donations? 


Has your company given any rec- 
ognition to donors? 


Do you have a Blood Donor Honor 
Roll in your company? 


Have you arranged to have a Blood- 
mobile make regular visits? 


Has your management endorsed 
the local Blood Donor Program? 


Have you informed employees of 
your company’s plan of co- 
operation? 


Was information given through 
Plant Bulletin or House Magazine? 


Have you conducted a Donor 
Pledge Campaign in your company? 


Have you set up a list of volunteers 
so that efficient plans can be made 
for scheduling donors? 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 
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® Merrill R. Stone has been ap- 
pointed sales representative by Wright- 
Batchelder Corp., Boston manufac- 
turer of Dryseal welting. A resident 
of Nashville, Tenn., he will handle the 
southern territory. His offices are in 
the Third National Bank building in 
Nashville. Stone is former style di- 
rector and merchandise manager for 
the Richland-Davidson Division of 
General Shoe Corp. 


® Arthur C. Trask is_ leaving 
shortly on a business trip to England 
and the Continent. While in England, 
he will attend the Coronation of 
Queen Elizabeth. Trask is president 
of Arthur C. Trask Co., Chicago tan- 
ning materials firm. 


© William E. McKenna, formerly 
in charge of general shoemaking at 
Compo Shoe Machinery Corp., Boston, 


has been promoted to assistant man- 
ager in charge of district offices. He 
is succeeded as head of general shoe- 
making by James B. O’Brien, for- 
merly New York District manager, 
who has been transferred to Boston. 
Replacing O’Brien in New York is 
Heinz H. Leimroth, who recently 
joined Compo. McKenna has been 
associated with Compo for the past 25 
years and is well known in the shoe 
industry. 


@ R. L. Seaman has been elected 
assistant vice president of Freeman 
Shoe Corp. at Beloit, Wis. He has 
been with the company since 1950 as 
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sales director and will also serve now 
as director of administration. 


© Porter Russell, formerly associ- 
ated with Armand Schmoll, Inc., New 
York hide and skin firm, has joined 
Jacob Stern & Sons, Inc., also of New 
York. 


® Krentler Bros. branch of United 
Last Co. in Milwaukee is now man- 
aged by Emmett C. Kartman, who 
has succeeded Edward J. Trihey. 
Announcement was made by Joseph 
W. Holmes, president of United Last. 


@ E. B. Shaw has been elected vice 
president in charge of all manufac- 
turing operations of The American 
Thread Co. in New York. Curtis E, 
Bowne, general manager of industrial 
thread sales, and Harry Horrocks, 
general manager of yarn sales, have 
been elected vice presidents. 


® Edward C. Newman of Carl M. 
Loeb, Rhoades & Co., New York and 
Boston hide and skin broker, recently 
returned from a two-months’ trip 
through Europe where he inspected the 
hide and skin and tanning industry 
and conditions. 


®@ Joseph Logan has joined Aronoy 
of California as general superintendent 
of all production in both the Pasadena 
and Los Angeles plants. Legan has 
served with many shoe companies, in- 
cluding Jay Shoe Co., Cambridge, 
Mass., Consolidated National Shoe Co., 
and Elby Shoe Co. He will also con- 
tribute to the firm’s styling. 


@ The Dorella Shoe, Haverhill, a 
new contract stitching company, is 
reported to be an afhliate of the 
Brownie Shoe Co. Inc. of Hale St. 


® William Rynne has been named 
to the merchandising division of Town 
& Country Shoes. He was previously 
associated with Stetson Shoe Co. and 
more recently was vice president and 
sales manager of Russell P. Hay Co. 
of Pittsburgh. 


® Klayman Shoe Inc., Haverhill, 
liquidated the business by public auc- 
tion of merchandise and machinery 
on May 14th. 





PLANT 





NEWARK 4, NJ 





TO SPEED PRODUCTION 


Serially numbered, piece work—case 


lot control tickets or tags 


INTERNATIONAL TICKET C0. 


esa halter sad pai citie 











RIVER PLATE 


CORPORATION 
405 LEXINGTON AVE., CHRYSLER BLDG., NEW YORK 
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MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Retan 
for soles... 

GLOVE SPLITS: Complete price 
range .. .Quality always uni- 
formly high. 


Write for swatches today! 


LOS ANGELES 
TANNING CO. 


4101 Whiteside Street 
Los Angeles 63, California 











SPECIALISTS in SPLITS 


SUEDE LININGS 
SOLE & GUSSET 


a 
A.L.GEBHARDT CO. 


LEATHER SALES CONTINUE DULL 


WITH 


PRICES BIG FACTOR 





Buyers Show Little Interest Except For Immediate 
Requirements 





Sole leathers sluggish. Calf 
finds slow sales. Sides moderate. 
Some activity in splits. Sheep 
steady. 


Sole Leathers Slow 

Price situation slows down activity 
on Boston sole leather market. Cut 
sole strike in Brockton, now settled, 
has hurt business considerably. But 
buyers far less active as they buy 
only for immediate needs. 

Tannery run 10 irons and up bends 
still listed at 57-56c and below. More 
interest below. The 9/10 iron bends 
find difficulty in getting over 58c; 
8/9 irons 67-65c and below. Light 
bends do little above 70c. 


Sole Offal Quiet 

Sole leather offal tanners and deal- 
ers in Boston find little to cheer 
about. Business has slowed consid- 
erably since prices rose. Buyers con- 
spicuous by their absence, show in- 
terest only when they need leather 
for immediate delivery. 

Cow bellies bring 28c with a few 
outside sales at 29c. The same is 
true of steers at 27c and 28c. Single 
shoulders in range of 32-52c; lights 
about 37-42c, mediums 32-35-37c. 
Heads slow at 16-17-18c. Fore shanks 
unavailable due to strike; hind 
shanks quiet at 20-22c. 


Calf Still Slack 

Continued strength of calfskin 
market keeps leather sales at slow 
pace. Tanners find quite a bit of 
price resistance with buyers placing 
orders only when they must have 
leather. 

Lists still show men’s weight 
smooth calf at $1.20 and down tops, 
but more at $1.15 and volume at 99- 
89c. Women’s weight find little busi- 
ness above $1.00 and much more in- 
terest at 92-85c and down. Suede 
fair at $1.05 and down for black. 
Colors another 5c. 


Sheep Holds 

Boston tanners of sheep leathers 
report a fair amount of activity but 
price situation has them worried. 
Good domestic pickle skins almost 
impossible to get even at high prices. 
Tanners have no choice but to keep 
leather lists high. 

Hat sweats thigh at 30, 28, 26c. 
Russet linings bring 26c and down 
for boots. Volume at 21-22c. Col- 
ored vegetable linings 27-25c; high 
colors pegged at 28c. Chrome linings 
find little interest above 30c. Gar- 
ment suede still active at 35c and 
down. Grain quieter at 30c and 
below. 

Sides Spotty 
Business reported as extremely 





Prices and Trends of Leather 


KIND OF LEATHER THIS 





CALF (Men’s HM) 


75-1.10 
75-90 
80-96 
54-59 
18-32 


KID (Black Glazed) 
TEED BOI nnn ois scccediccsesesccssscccsneqees P 
PATENT (Extreme) 
SHEEP (Russet Linings) 
58-02 


52-56 


WORK ELK (Corrected) 38-42 


SOLE (Light Bends) 
BELLIES 

SHOULDERS (Dble. Rgh.) ............ z 
SPLITS (Lt. Suede) 

SPLITS (Finished Linings) 


WELTING (% x %) 
LIGHT NATIVE COWS 


ra 


WEEK AGO 


68-72 
27-29 
52-56 


1952 
HIGH 


8$5-1.10 
80-1.03 
85-1.10 
75-90 
80-96 
56-60 
18-32 
56-60 
54-56 
38-46 
68-72 
26-27 
50-55 
35-39 


MONTH YEAR 


AGO 


75-98 
60-85 
60-85 
70-90 
70-92 
55-80 
18-28 
50-54 
48-52 
36-40 
62-65 
25-26 
43-50 
36-38 
18-22 15-20 24-26 
13-15 18-22 18-20 

8 12% 8 
19-19%, —-18-18 20 


80-1.10 
70-92 
70-95 
75-90 
80-96 
56-62 
18-32 
56-60 
51-54 
38-42 
65-68 
26-28 
50-53 
33-39 


All prices quoted are the range on best selection of standard tannages using quality 
wstock, 
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spotty by Boston side leather tan- 
ners. Latter say they did so much 
business late last month that they are 
sold ahead through July; some into 
Aug. Result is buyers who need 
leather immediately find little leather 
around. 

List prices unchanged. Combina- 
tion-tanned extremes at 56-55c and 
below for HM weights; M weights 
a cent below this. Large spread elk 
still at 48c and down for HM weights. 

Vegetabie-tanned extremes around 
56c and down. Regular elk extremes 
48 and below on most lists. Work 
shoe retan 44-40c and below. Work 
shoe elk 42-38c. 

Combination-tanned kip sides listed 
at 62c and below for HM weights. 
Full-grain vegetable kip sides 73c 
and below. 


Splits Same 


A little more activity in Boston 
splits markets despite strength of 
prices and slowdown throughout mar- 
ket in general. Splits prices have not 
soared beyond buyer interest as yet 
although there is some price resist- 
ance evident. The volume-priced 
leathers find interest; higher prices 
sluggish. 

Lightweight suede splits still move 
best; black at 39c and below, colors 
2c above this. Men’s weight suede 
splits held at 46c but interest at 44c 
and below. Not as active. 

Linings fair at 22c down to 17c. 
Gussets moderate at 15-13c and 
down. 

Flexible innersole splits still move 
at 28-23c and down for lightweights. 
The H weights are at 37-32c; HM’s 
at 30-25c. Naturals at 25-20c for M 
weights. H weights still bring 36-29c. 


Kid Hopeful 
Kid leather tanners in Philadelphia 
report, while business has been slow 
this past week, the last few days did 
show an increase in number of orders 


received, which may be indicative of 
improved business in the near future. 
Orders were all for Fall shades. 

In suede, black and dark brown 
sold and in glazed, mostly dark 
brown. Linings quite good consider- 
ing the general dull market and ex- 
pected to pick up. Slipper leathers 
still “slow but steady,” as they have 
been for the past few weeks. 

Some tanners report a compara- 
tively excellent business for dark 
brown slipper weight kid leathers. 
Nothing reported on crushed this past 
week, nor about satin mats. 

Rawskins still present a major 
problem. Aside from the high prices, 
the very top grade skins are almost 
impossible to get. 

Many tanners say that the very best 
skins available before the war are 
just not offered for sale any more. 
Either the countries where the skins 
come from are using them for local 
tanneries or they are withholding 
them from the market so sellers can 
get top prices for “not so top” grade 
skins. 


Average Kid Prices 


Suede 32c-96c 
Linings 25c-55c 
Crushed 35c-75c 
Glazed 25c-$1.00 
Slipper 25c-60¢ 
Satin Mats 69c-$1.20 


Sole Leathers 

Sole leather tanners find that little 
change in their situation for the past 
few weeks. Everything selling in 
rather good quantity excepting for 
findings. No special weight in de- 
mand for factory bends. Prices just 
about the same as they have been for 
the past few weeks. 


Belting Active 
Belting leather tanners of Phila- 
delphia report that business is still 
quite active. Actual price quotations 


unchanged for the past two weeks. 
Sales have covered every type of belt- 
ing offered on the market by the tan- 
ners. 

Curriers said this past week 
brought in “pretty good business,” 
in both curried bend butts, and shoul- 
ders. Some local curriers reported 
increased prices but quotations were 
within top and bottom ranges of 
prices quoted for the past few weeks. 
Those who increased their lists were 
able to get their asking prices without 
too much trouble. 

AVERAGE CURRIED LEATHER PRICES 


Curried Belting Best Selec. No. 2 
Butt Bends 1.30-1.35 1.25-1.3 
Centers 12” .... 
Centers 24”-28” .. 
Centers 30” 


1.61-1.64 1,.51-1.55 
1.56-1.58 1.49-1.5 
1.47-1.52 1.41-1.4 
Wide Sides 1.21-1.25 1.15-1. 
Narrow Sides .... 1.15-1.17 1.10-1.13 ’ 
Premiums to be added: Ex Light, plus 5c-10c; 
Light, plus 7c; Heavy, minus 5e-10c; Ex 
Heavy, minus 5c. 


1 
1 
1. 
1. 
“1 
1 


Glove Lags 

Plenty of glove buyers in Fulton 
County during the past week but 
they seem to be looking and not buy- 
ing. Some have left token orders 
with a promise of something better 
in the summer. In the meantime fac- 
tories are idle. 

Pigskins offered at 55c to 60c table 
run with the number ones and the 
low ends out. Palm stock selling 
readily at 35c to 40c. Reported that 
Number One pigs bring as high as 
$1.05 per foot for export. 

Cabrettas dull except for the low 
grades. 30c to 37c seems to be the 
popular price. 

A fair call for men’s grey suedes at 
36c. Imported variety offered at 50c 
to 60c. Demand light. Iranians still 
the best seller at 26c down to 18c. 

Garment suedes still account for 
a large part of tannery output. 


Garment Holds 
While there has been no particular 
change in prices of garment leathers 
of late, strength in raw material mar- 
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ket prices has been giving tanners 
something to think about. 
Horsehides, particularly of better 
quality sections of origin, are not very 
plentiful and demand has been quite 
competitive with the result there has 
been little opportunity to buy them 
at cheaper prices. Last reported gar- 
ment business involving good tan- 
nages was at 42c and down with 
choice productions at 44c and down. 
Stronger prices paid for foreign 
and domestic pickled skins which also 
are none too plentiful for the demand 
and this situation accounts for firm- 
ness lately why in sheepskin 
arment leather. Suede still in good 
emand and brings mostly 36-38c and 
down with some choice tannages at 
40c and down, Grain finish remains 
around 30c and down for ordinary 
tannages and up to 33-34c and down 
for better productions. 


Work Glove Good 


Although new business not quite 
so brisk as formerly, market for work 
glove splits continues in a good posi- 
tion. Many producers still have ap- 


preciable orders on their books, re- 
flecting the good volume of business 
obtained in recent weeks, and are 
busy making deliveries on these pre- 
viously booked old contracts. Under- 
tone of the market has continued 
fairly firm and trade sources state 
that the recently quoted prices are 
still applicable to the current market. 

Work glove splits in LM weight 
continue around 15c for No. 1 grade, 
14c for No. 2 grade and 13c for No. 3 
grade. M weight is ranged 16-17c for 
No. 1 grade, 15-l6c for No. 2 and 
14-15c for No. 3 grade. 


Bag, Case & Strap Steady 

Manufacturers continue quite busy 
turning out finished product for the 
summer vacation and tourist trade 
and using up leather on hand with the 
result that replacement buying is re- 
quired for fill-in needs. Steady to 
firm undertones apparent. 

Case leather holding unchanged at 
around 4lc for 2/3 ounce and 43-44c 
for 3/4 ounce. Grade A russet strap 
leather remains around 5le for 4/5 
ounce, 53c for 5/6 ounce, 55c for 
6/7 ounce, 57c for 7/8 ounce, 59c 
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for 8/9 ounce, 62c for 9/10 ounce 
and 65c for 10/11 ounce. B Grade 
continues about 3c less from the 
above prices and C Grade 6-7c less. 


Tanning Oils Steady 
Tanning Oils prices steady and un- 
changed, with buying inquiry moder- 
ately active. Tanning materials and 
extracts quotations showed no fluctu- 
ations—all quotations same as last 
week—business moderate. 


Raw Tanning Materials 
Divi Divi, Dom., 48% basis shp’t, bag.. .$72.00 
Wattle bark, ton ....‘‘Fair Average’’ $104.00 
‘‘Merchantable’’ $100.00 

eee SR BORE Ss iiec.é os cccbe co euens iy 

MEL Soap kinWch ka deecddege tevaues 
Myrobalans, J. 1’s Bombay 

Sorted 

Genuines 

Crushed 42-44% oc cece ccc erecesees 
Valonia Cups, 30-32% guaranteed 
Valonia Beards, 40-42% guaranteed .... 
Mangrove Bark, 30% So. Am. .... 
Mangrove Bark, 38% E. African 


Tanning Extracts* 
whestnut Extract, Liquid (basis 
25% tannin), f.0.b. plant 
Tank cars .... oe ween be ener s 
Barrels, c.l. ...... 
Barrels, l.c.l. ...... Weal Kee 
Chestnut Extract, Powdered (basis 
60% tannin), f.o.b. plant 


Cutch, solid Borneo, 55% tannin 
Hemlock Extract, 25% tannin, tk. cars 
f.o.b. works 
WIN. Gib. ce icice cece cccesecccosevesns -06% 
Oak bark extract, 25% tannin, Ib. 
bbls. 6%-6%, tks. 
Quebracho Extract: 
Solid, ord., basis 63% tannin, c.l. .11 31/64 
Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c.l., East African 
60% tannin ..... .- 10.25 


Wattle extract, solid, c.1., South African 


60°, tannin ..... 10.40 


Powdered super spruce, bags, c.1. 

05%; Lek .. 
Spruce extract, tks., f.0.b. wks. .... .01% 
Myrobalan extract, solid, 55% tannin... .07% 
Myrobalan extract, powdered, 60% tan- 

nin 


Valonia extract, powdered, 63% tannin. 
Quebracho Extract, Powdered, Swedish 
spray dried, 76-78% tannin ........ 
Wattle Extract, Powdered, Swediah, 
73% tannin 
Powdered Spruce, spray dried, Swedish 
Myrobalan, Swedish, Powdered 68-70% 
Oakwood, Swedish, solid, 60-62% .... 
Oakwood, Swedish, powdered, 64-66% 
Larchbark, Swedish, solid, 54-56% 
Larchbark, powdered, Swedish spray- 
Gried, GE-GOMG 6 ic cece ccccccccccencce 


Tanners’ Oils 

Cod Oil, Nfid., loose basis, gal. .... .90-.95 
Cod, sulphonated, pure 25% moisture .13-.13% 
Cod, sulphonated, 25% added mineral .12 
Cod, sulphonated, 50% added mineral .10% 
Castor oil, No. C.F. dre. Lek. 2.0 % 
Sulphonated castor oil, 75% 

Linseed oil, tks., f.o.b Minn. . 


Neatsfoot, 30° C.T. 
Neatsfoot, prime drums, c.l. ......... 
1.1. 
Neatsfoot, sulphonated, 75% .... 
Olive, denatured, drs. gal. ...........+. 
Waterless Moellon 
Artificial Moellon, 25% moisture .... 
Chamois Moellon, 25% moisture .. 
Common degras 
Neutral degras 
Sulphonated Tallow, 75% 
Sulphonated Tallow, 50% 
Sponging compound 
Split Oil -1l-, 
Sulphonated sperm, 25% moisture .. .14-.15 
Petroleum Oils, 200 seconds visc., tks., 
OT SE Perri: OP eee ee rT 
Petroleum Oils, 150 seconds visc., Tks., 
f.o.b 15 
Petro 
f.o.b 14 


*Imported Extracts are plus duty. 
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IMPROVED DEMAND, EXPORT SALES 
STIFFEN HIDE AND SKIN PRICES 





Continued Activity On Overseas Shipments Gives 
Packers New Strength 





Packer Hides Rebound 

Trading broadened this week due, 
in part, to better interest shown by 
dealers and certain tanners as well as 
a partial contraction in supplies. 
Some packers reported reserving 
various quantities of certain selec- 
tions of hides for pending export 
business. 

Foreign inquiries called for 75/ 
80,000 hides. The $800,000 in U. S. 
funds made available to Austria for 
the purchase of hides expected to take 
effect by the end of the week. 

While some packers submitted of- 
ferings, there has been some dealer 
buying of packer hides in anticipa- 
tion of this foreign business. 

Stimulated by better demand, 
packers able to sell close to 50,000 
hides on Tuesday to domestic out- 
lets and while some sales at steady 
prices, a rebound of a half cent from 
lower levels accepted by packers for 
certain selections occurred in several 
instances. 

Light native cows, for example, 
brought 1914c for both northern and 
river points. Branded cows moved 
up to 17c for northerns and 17'4c 
for lighter average southwesterns 
from Ft. Worth. Heavy native cows 
sold steady at 18¢ for Chicago pro- 
ductions and returned to the 18'%4c 
level for Milwaukee-St. Paul. Pack- 
ers asked 1714c for River heavy 
cows, while tanners slow to reach 
above 17c in early negotiations. Light 
native steers returned to 19c for St. 
Paul and 181c for other points. 

Better interest for branded steers 
shown at 13%%c for butts, 13c for 
Colorados and 14c for heavy Texas 
which selections were held a half cent 
higher. Very good call for heavy 
native steers at 15c for rivers and 
1542c for northerns but packers 
asked 1544c and 16c respectively. 

Last reported sale of bulls in- 
volved 600 St. Louis hides, estimated 
about 72 lbs. average, at 13c for na- 
tive and 12c for branded. Bids gen- 
erally lower on heavier-average bulls. 


Independents, Too 


Here, too, market tended to re- 
bound from lower levels as one packer 
on Tuesday this week sold 1,400 light 
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cows of May takeoff at 19%. Pack- 
ers’ Assn. at Chicago sold 1,400 light 
cows at 19%oc, 1,700 heavy cows at 
18c, and 1,200 branded cows at 1 7c. 
Meanwhile, a Wisconsin packer sold 
850 heavy cows at 18c and 800 native 
steers at 1514 for heavy and 18c for 
light. Sellers were inclined to await 
developments in the big four market 
before making any moves on other 
selections. 

In the east, last confirmed sales by 
New York packers involved May 
branded steers at 14c for butts and 
13%c for Colorados. Also, one 
packer sold 6,800 southeastern light 
hides at 20%c for natives and 18M4c 
for brands. 


Small Packers Less So 


While tanners were somewhat in- 
different toward offerings of small 
packer hides and often bid lower 
prices by 4c to lc, many sellers not 
inclined to press for business and 
held to their asking prices, generally 
around steady levels. 


Many small packers previously 
had sold ahead through May and 
were only able to offer their June 
productions. As a result, they were 
not too anxious to sell although will. 
ing to consider additional business 
at the going levels. Nevertheless, dif- 
ferences in ideas of value again 
tended to restrict trading although 
there was an improvement in demand 
about the middle of this week, proba- 
bly influenced by active trading in 
big packer as well as larger inde- 
pendent packer productions. 

Southwestern hides such as Texas 
40-41 lb. avg. held around 20c and 
Texas 46 lb. avg. at 17¢ while some 
midwest 42-43 lb. avg. light hides 
obtainable at 18¢c flat fob. Some mid- 
western 50-52 lb. avg. small packers 
moved in the 16-l644c range and 
there was some business in 52-54 lb. 
avg. at 1514-l6c, the outside price 
for choice plump hides, selected fob. 
Trading in 56-58 lb. avg. small pack- 
ers was done at 1414-15c and in 60- 
62s at 1314-l4e sel. fob., as to pro- 
ductions. 


Country Hides Mixed 


Situation somewhat mixed in 
country hides. While market has 
been soft, there were signs of steady- 
ing tendency. Following some busi- 
ness in 48-50 lb. avg. locker-butcher 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 


Close 
May 21 


May 14 


Net 


High Low 
Change 


For Week For Week 


Close 





18.70T 
17.80B 
16.90B 
16.25B 
15.95B 
15.60B 


July 
October 
January 
April 
July 
October 


Total Sales: 


+47 
+45 
+50 
+35 
+70 
+32 


18.10 
17.15 
16.30 
15.70 
15.60 
15.54 


18.75 
17.86 
16.93 
15.70 
15.95 
15.66 


18.23T 
17.35T 
16.40B 
15.90B 
15.25B 
15.28B 
253 lots 








HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 15S -154% 
Light native steers 1844-19 
Ex. light native steers 21 -22 
Heavy nutive cows 1714-18 
Light native cows 1914 
Heavy Texas steers 14-141, 
Butt branded steers 134-14 
Light Texas steers 16 -16% 
Ex. light Texas steers .. 2012-21 
Colorado steers 13-13% 
Branded cows 17 «-17Y, 
Native Bulls 121-13 
Branded Bulls 1114-12 
Packer calfskins 5312-65 
Packer kipskins 34 -40 


NOTE; Price ceilings have now been completely ended by the government. 
remaining goods and services have been removed from price controls. 


Week Ago 


13 
16 
20 
13 
16 
12 
11 
53 
34 


Month Ago 
-16 15-15% 
-19 1714-18 
-23 22 20 
-18' 16. 21744 15 
-20 19-19 
-15 

4-14); 
-17 

2-213 
“14 

Vy-17 V4 

2-13 

4-12 

14-5713 
-40 


Year Ago 
1412-15 
181-19 

-20'% 

-16 


914-10 
4 4 321-40 
“37, 30-32% 
All 
All regulations 


winding up controls require that applicable records be held until April 30, 1955. 
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3 New LASTING ROOM 


Another Result of United’s 


Within the span of five years, 36 new 
United machines have been introduced com- 
mercially to the Shoe Manufacturing Indus- 
try. Three of these machines are designed 
to meet Lasting Room requirements. 


United’s extensive experience in the shoe 
machinery field, its knowledge of shoemak- 
ing and its continuing research program 


esearch 


see hea Ts 


< 
po 


re ae tS PE ee 


have made possible the development of these 
machines and the new machines yet to come. 


United's expert mechanicai and shoemak- 
ing service along with its readily available 
inventories of replacement parts located in 
shoe’ manufacturing districts throughout 
the country assures the operating efficiency 
of United machines. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Lasting Machine — Model A 


For men’s, women’s or children’s work, this 
automatic machine reduces operator fatigue 
and provides marked increases in produc- 
tion. The feather line at the heel seat is 
improved due to tight, positive lasting by 
thermostatically controlled heat wipers 
which form and iron the lasting allowance 
to the insole rib. 


G/T Insole Heel Seat ° 
Trimming Machine — Model A 


Trims the heel portion of an attached insole 
to conform to the heel seat shape of the 
last, and produces the desired bevel. Posi- 
tive control of the last and attached insole 
is obtained by means of a yoke on which 
the last is mounted during the trimming 
Operation. 





W/E Toe Lasting Machine 
— Medel C (for Fiat Lasting) 


This automatic machine is designed for last- 
ing the toes of unlined or combined lined 
flat lasted shoes pre-cemented with latex 
cement. Most of the manual skill and physi- 
cal effort formerly requited for bed lasting 
is eliminated. 
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hides down to 13c flat tr’d. fob., some 
business done later this week in 
choice productions of 52-53 lb. avg. 
at 14c. fob., considered steady with 
earlier sales. 

Several cars of good mixed coun- 
try allweights containing renderer 
hides which brought 1214 fob. ship- 
ping points for 48-50 lb. avg. and 
renderer hides alone of 48-50 lb. avg. 
ranged from 12c to 121c fob. as to 
shipping points. Glue hides held 
around 10%4-lle fob. for carload 
lots. 


Heavy Calfskins Up 5c 


Late in the preceding week, one of 
the big packers offered and sold 3,500 
St. Paul heavy calf at 65c considered 
about 5c advance over previous 
trading in similar skins. It was hinted 
that these skins might be going for 
export. Offerings from other points 
lacking and the market for Wiscon- 
sin, River and smaller plant calf 
remained quotable at last reported 
trading basis of 5744c for heavies 
and 53% for lights. 

About 2,500 kip from Nashville, a 

emium point, were reported sold 

ween 5214-55c, actual price real- 
ized being withheld by seller. As the 
inside price had been bid and the 
outside price ‘asked, some thought 
that possibly these skins sold at 54c. 
Kip and overweights from regular 
northern points last brought 40-35c 
while southerns brought 39-34c. A 
report that some St. Paul kip sold 
at 50c could not be confirmed. 

Big packers have been declining 
bids of $2.25 for regular slunks, ask- 
ing $2.50 while large hairless last 
sold at 85c. Small packer and coun- 
try skins quiet and more or less 
nominal awaiting new sales. 


Horsehides Limited 


Supplies continue rather limited 
and d seems to be holding up 
well, oT for the better quality 


productions. U. S. Federally inspected 
slaughter of horses in April totaled 
22,092 head compared with 21,945 
in March whereas the inspected kill 
in April 1952 was 29,599. For the 
first 4 months of this year, the total 
is only 93,768 head vs. 113,018 in 
the like 1952 period. 

‘Market for untrimmed good north- 
ern slaughterer whole hides continues 
quotable at $11.50-12.00 fob. ship- 
ping points as based on latest sales 
with trimmed hides about $1.00 less. 
Some 62-64 lb. avg. mixed northern 
slaughterer and renderer untrimmed 
— brought $10.25 fob. Cut stock 

rm. 


34 


Fronts, as to quality, have sold at 
$7.50-8.00 for northerns while butts 
have been bringing $3.75-4.00 basis 
22” and up. 


Sheep Pelts Active 


Market has been active. Liberal 
supplies meeting with good demand 
and big packers selling good lots of 
No. 1 shearlings at $2.35-2.50, No. 2s 
at $1.70-1.75 and No. 3s at $1.10- 
1.15. Some less desirable lots sold 
for less while choice lots have 
brought premiums. Production 
rapidly approaching its seasonal peak 
on shearlings. 

Clips nominal in absence of sales. 
Very few made right now so packers 
have little to offer. Midwestern packer 
wool pelts reported sold around $5.25 
or a shade better, per cwt. liveweight 
basis. Last sales of genuine spring 
lamb pelts were at $2.65-2.75 for 
choice westerns. Some lots of full 
wool dry pelts moved at 28-29c del’d. 
but up to 30c is asked by sellers: 

Pickled skins were sold on the 
steady basis of $14.00 per dozen for 
winter sheep-lambs but some genuine 
clear spring lambs brought 50c more 
or $15.50 per dozen. 


Dry Sheepskin Slow 


Trading still at a minimum, due 
mainly to price differences of buyers 
and sellers. 

In hair sheep markets, some selling 
quarters state Brazil cabrettas could 
be had at $12.25 but buyers not very 
aggressive for regulars. Not too 
many offers received as shippers slow 
in making commitments on account 
of the uncertain exchange situation. 

Cape glovers continue too high for 
this market and very few offers. 
Other varieties difficult to sell. 

Wool sheep markets too high for 
pullers: here and very few sales of 
late. At the last Australian auctions, 
Melbourne offered 23,000 skins and 
market generally one to two pence 
lower while at Sydney, 40,000 of- 
fered and sheepskins, 50s and under, 
par to one pence lower, all other de- 
scriptions irregular without much 
change. 

Shearlings selling in a limited way. 
Most buyers purchasing domestic 
skins, which they figure cheaper. 
Some occasional lots of Argentine 
skins sell but in general, buyers and 
sellers have difficulty in getting to- 
gether on price. 


Pickled Skins Hold 


New Zealand market holding up 
with a fair amount of business said 
to be passing. U.K. said to have pur- 
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chased “Hellaby” sheep at 127 shs. 
while South Island lambs have sold 
at 97-112 shillings and North Island 
lambs at 102/4-106 shillings, depend- 
gi, ana brands. 

omestic market firmer and late 
sales of current salting skins at $15 
and some sellers entertaining higher 
views for choice lots. 


Reptiles Crawling 


Not much business passing as most 
buyers still very cautious. India 
lizard market has been affected by 
the declines in Brazil and buyers are 
not returning any bids. Good ship- 
per’s Brazil back cut tejus can be had 
at 70c fob. for 20/60/20 assortment 
and possibly bids at 68c fob., would 
be entertained. 

Giboias neglected and some offers 
at rather attractive levels have failed 
to affect sales. Chameleons and wet 
salted iguanas have also ruled quiet 
of late. Some limited trading in 
Madras bark tanned whips, 4 inches 
up, averaging 41% inches, 70/30 se- 
lection, at 52c and skins averaging 
434, inches at 55/56c. 

U.P. whips sold at 42c with no 
other details and offers noted of 4 
inches up, averaging 414 _ inches, 
60/40 assortment, at 45c. Wet 
salted ramgodies available at 131c 
and no interest. Some Malayan ring 
lizards, 25 centimeters and up, aver- 
aging 30 centimeters, 50/50 assort- 
ment, sold at $1.40 and that bid for 
more, Siam shippers have much 
higher views. 


Deerskins Wanted 


Still a good demand for Brazil 
“jacks” although some recent buyers 
not quite as aggressive as they had 
been. Para and Manaos “jacks” have 
sold at 61-62c and Maranhao “jacks” 
at 63-64c, basis manufacturers. 

New Zealand market fairly steady 
with late sales at 78c cif. and buyers’ 
views now are slightly less. No addi- 
tional sales of Siam deerskins. 


Pigskins Pokey 


Buyers in Fulton County not show- 
ing much interest and will only trade 
at a price. Shippers, at origin, hold- 
ing fairly firm. Trading at a mini- 
mum. 

Para grey peccaries sold $1.55 
fob., basis importers. Chaco dry car- 
pinchos firmly held with shippers 
stating that they have been moving 
skins to Europe at their ideas. Ex- 
change has also been a factor in their 
unwillingness to reduce asking prices. 
Wet salted Para capivaras selling at 
$2.50 fob., basis importers. 
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News Quicks 


About people and happenings ceast to coast 





Missouri 
® Quality Baby Shoe Co. is re- 


ported in full operation at Mountain 
Grove. Owner and operator is Harry 
Epperson, assisted by his son, Harry, 
Jr. The company is now producing 
some 30 pairs of baby shoes daily and 
expects to eventually reach an output 
of 500 pairs per day. 


®@ Wohl Shoe Co. of St. Louis, sub- 
sidiary of Brown Shoe Co., has pur- 
chased and is now operating Sill’s 
Shoe Store of Lima, O., according to 
Milton Frank, Wohl vice president. 
Sill’s, oldest and largest family shoe 
store in Lima, was founded 37 years 
ago by Frank Sill, who is now retiring 
from the retail shoe business. No 
change in personnel or operational 
policies is contemplated. Harold 
Steinle, veteran of 27 years with Sill’s, 
has been named manager. 


® Edison Bros. Shoe Stores, Inc., 
St. Louis chain, reports consolidated 
net sales of $7,892,002 for the month 
of April. This compares with $8,- 
975,919 for the same month last year, 
a decrease of $1,083,917 or 12.08 per- 
cent. March sales showed a decrease 
of $1,605,624 or 25.35 percent. For 
the first four months ended April 30, 
sales totaled $25,281,437, some $817,- 
955 or 3.34 percent above the 1952 
period. 


@ Hoy Shoe Co., Inc., of St. Louis, 
has set up a new division known as 
the Sun-Glo Division in Huron, O. 
M. D. Roderick is in charge of the new 
division. All manufacturing will con- 
tinue in St. Louis. 


® Weber Shoe Co. has incorporated 
a new firm named The Alfred Bag 
Co. in Tipton to manufacture chil- 
dren’s handbags that will be sold with 
the company’s shoes. Directors are 
Fred Weber, president of Weber Shoe 
Co.; and Alexis Smith, executive de- 
signer and stylist. 


@ Slater Development Corp. of Slater 
has launched a campaign to raise the 
sum of $100,000 to build a permanent 
factory for Town & Country Shoe 
Co. The latter is now using tempo- 
rary quarters in the town. The present 
plant now employs 50 workers pro- 
ducing 300 pairs of shoes daily. Plans 
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call for 350-400 workers in the new 


plant. 
e 
Maine 


® Receiver in bankruptcy case of 
Hallowell Shoe Co., Hallowell shoe 
manufacturer, has been appointed un- 
der bond of $25,000, it is reported. 


New Jersey 


® Trustee in bankruptcy matter of 
Jack G. Carrodus, Atlantic City 
shoe chain, has been appointed under 
bond of $10,000, it is reported. 


Tennessee 


® Culver Mfg. Co. of Erin reports 
it is now offering the “U-Mak-A- 
Moc,” a package deal in which the 
customer obtains all necessary mate- 
rials, cut and marked with full in- 
structions, to make a pair of mocca- 
sins. Moccasins are equipped with 
airfoam insole and built-in arch and 
can be made in a variety of sizes for 
adults and children. 


New Hampshire 


® More than 100 employes of J. F. 
McElwain Co., who have reached 25 
years of service with the company at 
the Nashua and Manchester shoe fac- 
tories, were honored recently at a tes- 
timonial dinner given by the firm at 
the Nashua Country Club. Robert C. 
Erb, president of the McElwain firm, 
welcomed §8 veteran employes of the 
Nashua shops and 46 from the Man- 
chester factories. Guest speakers in- 
cluded J. F. McElwain, founder of the 
company, and former New Hampshire 
Governor, Francis P. Murphy. 


Pennsylvania 
® Roy-Fisher Shoe Corp., Lebanon 


maker of women’s casual shoes, reports 
Roy F. Wolfskill has resigned as presi- 
dent of the firm. 


@ Partnership of Abraham Over and 
Jack Silverstein trading as Over Shoe 
and Slipper Mfg. Co., Philadelphia 
maker of women’s and children’s foot- 
wear, has been dissolved, it is reported. 
The business will be continued by 
Abraham Over, individually, using the 
same trade style. 
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Ohio 


@ Executives and sales representatives 
of Walker T. Dickerson Co., Co- 
lumbus shoe manufacturer, met at the 
firm’s semi-annual sales conference in 
Columbus this week. Among the 
speakers were Owen H. Dickerson, 
president of the firm; F. E. Burke, 
vice president in charge of production; 
Tom Newman of the George W. New- 
man Co. of Cincinnati; A. S. Brown, 
leather buyer; and C. G. Shriner, sec- 
retary and advertising manager of the 
Dickerson company. 


Massachusetts 


® Kladky Leather Co., formerly at 
60 South St., is now located at 729 
Atlantic Ave. in Boston. 


® Sherman Footwear Co. of Marl- 
boro is reported to have offered 
creditors 15 percent cash settlement. 
Creditors’ committee has recommended 
acceptance of the offer. 


® Assets of Bradley Shoe Co., Inc., 
Lynn footwear manufacturer, are re- 
ported to have realized the sum of 
$11,000 at trustee’s sale in bank- 
ruptcy. 


® Involuntary petition in bankruptcy 
has been filed against Mitchell Shoe 
Co., Inc., women’s shoe manufacturer 
located at 179 Lincoln St., Boston. 


® Cc. R. Schueler & Co., Boston 
hide and skin broker, is in process of 
moving from its present offices at 10 
High St. to 157 Federal St. 


®@ Fromer-Stolzberg Leather Co. 
is moving offices from Lynn to 34 
South St. in Boston where it has leased 
the entire second floor. Move is ex- 


pected to be completed by June 1. 


New York 


@ Petition in bankruptcy has been 
filed against George Weiner & Sons, 
New York manufacturer and whole- 
saler of wallets and pocket books, it 
is reported. 

® Quality Handbag & Novelty 
Co., Inc., New York handbag manu- 
facturer, has filed petition in bank- 
ruptcy listing liabilities of $12,646 
and assets of $3,129. 

@ Metro Leather Co., New York 
leather wholesaler, is reported to have 
moved from 75 Cliff St. to 27 Spruce 
St. 

@ Meeting of creditors of Apex 
Leather Products Corp., New York 
maker of shoe piping and stripping, is 
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reported to have been held recently in 
New York City. 


® Chesterfield Shoe Co., Inc., New 
York shoe manufacturer, has filed 
voluntary petition in bankruptcy un- 
der Chapter XI of the Chandler Act. 
Liabilities are listed at $49,000 and 
assets $29,091. The company is of- 
fering creditors 15 percent in three 
‘sek alba of five percent each. 


® Plant and equipment of Caprice 
Creations, Inc., New York City shoe 
and slipper manufacturer, will be sold 
shortly at public auction to satisfy 
chattel mortgage and factor’s lien, it 


is reported. Address is 715 Broadway. 


@ M. & M. Leather Goods Corp., 
New York leather novelties, list liabil- 
ities at $25,367 and assets at $13,398. 


® River Plate Corp., New York 
City importer of tanning materials, 
reports it is now exclusive U. S. dis- 
tributor for “Elephant” and “Ken- 
mosa” brands of solid wattle bark ex- 
tract from South and East Africa. 


® Creditors of Burstein Bros., New 
York handbag manufacturer, will re- 
ceive 33 and one-third percent cash, 
it is reported. 
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Atlas Oils. 
Neatsfoot Oil 
Sulphonated Cod Oils 





ATLAS 


Gua nauteed 


Tue simplest thing to remember about buying tanning oils is that experience 
-—66 years of it—is back of Atlas Oils. That, plus a record of satisfaction to 
customers, is our most valued possession. Put the two together and you'll 
do what so many tanners have done for so many years . 


Split Oils 
Moellons 
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-. you'll always buy 


Sulphonated Neatsfoot Oil 
and many Specialty Products 








ATLAS REFINERY, Inc. 


142 LOCKWOOD STREET 
NEWARK 5, N. J. 

















Leather Finishes 


uality leather finish is one of the prime ingredients that 
contributes to the art of making fine leather. 
Many years of experience together with uniformly high 


standards of 


roduction have helped to give HYDRODITE its 


respected position in the leather industry. 
The producers of HYDRODITE invite you to make use of 
their research laboratory and technical staff. 


BRANCHES: Drexel Bldg., Philadelphia; 
Salem, Mass. 


Union, N. Je3 


A. J. & 3.0. PILAR 
Leather Finish Specialists 


CHAPEL ST. 


& LISTER AVE., 


NEWARK, N. J. 
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FOREIGN 
NEWS 


Polish Shoes Bring $23 


A pair of men’s black leather shoes 
of average quality and everyday style 
now sell for the zloty equivalent of 
$23.35 in Poland, according to Dan 
De Luce, Associated Press correspond- 
ent. De Luce, who wrote his dispatch 
from Warsaw this week, was the first 
American news correspondent allowed 
to enter the Soviet-controlled Polish 
capital since 1950. 

The AP newsman stated that money 
buys little in the Polish ‘People’s 
Democracy.” The Government runs 
all but a few shops and “it knows how 
to make a fast zloty.” The zloty is 
pegged at par to the Soviet ruble and 
officially exchanged at the rate of four 
to $1. 

Other consumer prices includes a 
girl’s jersey sweater for $187, an or- 
dinary poplin shirt for $60, a simple 
leather briefcase for $200, swimming 
trunks for $85, domestic woolen tex- 
tiles for $125 per yard and a toy teddy 
bear for $50. 

Typical food prices are beef at $3 
to $5 per pound, horsemeat at $1.50 
per pound, coffee at $50 per pound, 
black pepper $5 per ounce, one egg at 
35 cents, and a pound of tomatoes at 
$17.50. 





Panama Softens Hide Ban 


The Panamanian Office of Price 
Control has modified its prohibition 
on imports of hides and skins to apply 
only to tanned hides and skins that 
compete with native products. All 
other rawstock imports are without 
restriction although a permit must be 
obtained from the Office of Price 
Control. 

Reason for modification of the ban 
is said to allow imports of better 
quality U. S. hides and skins into the 
country. 


S. African Output Down 


Production of leather shoes in South 
Africa during 1952 totaled only 13,- 
386,000 pairs, a decline of over 3 mil- 
lion pairs from the 16,400,000 pairs 
reported for the previous year. Of 
this, 4,502,789 pairs was men’s and 
boys’, 5,706,418 was women’s and 
girls’, 1,272,148 was children’s and 
§76,717 was infants’. 

Some 70 shoe factories operated 
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during the past year, of which 50 are 
members of the Footwear Manufac- 
turers Federation. In Port Elizabeth 
the leading shoe center, some 35 per- 
cent of all leather shoes were produced 
during the year. No shoes were im- 
ported into South Africa in 1952 and 
exports decreased because of competi- 
tion from Bata, which entered the Bel- 
gian Congo, considered one of South 
Africa’s principal export markets. 

Last year, a total of 24 tanneries 
were in operation, with members of 
the South African Tanners’ Associa- 
tion processing 1,400,000 cattlehides, 
350 goatskins, 300,000 sheepskins and 
24,000 calfskins, Practically all of 
this leather is consumed by the coun- 
try’s shoe, automotive and railway 
industry. 


Greece Plans Laboratory 


The Greek Ministry of Agriculture 
reports it is planning to erect a lab- 
oratory near Athens which will be 
devoted to the production of a serum 
for prevention of hoof-and-mouth 
disease. A total of 800 billion drach- 
mas or $53,000 will be expended on 
the project. Completion of the lab- 
oratory is scheduled for this summer. 





Canadian 
Notes 





® Retail sales of shoes across Canada 
advanced 14.4% in dollar volume dur- 
ing first two months of 1953 compared 
with 1952, gains including 21.8% in 
Maritime Provinces, 15.3% Ontario, 
14.4% Quebec, 10.8% Alberta, 7.6% 
British Columbia, and 2.99% Mani- 
toba. Such shoe sales advanced 7.2% 
in Feb. over the same month last year 
but dropped 20.7% compared with 
Jan. Of estimated $5,554,000 worth 
of shoe sales in Feb., chains obtained 
$1,959,000 and independents $3,- 
595,000. 


® H. N. Groman Co., Ltd. of Or- 
tawa has been franchised to manufac- 
ture and distribute in Canada the 
Belgrade Shoe Co. line of “Moxees,” 
handsewn footwear, ‘ according to 
Louis Fishman of the latter firm. Gro- 
man will use the same lasts, materials 
and patterns used by Belgrade at its 


Auburn, Me. plant. The Canadian 
firm is headed by Henry Groman, who 
formerly manufactured shoes in the 
U. S. before moving to Canada several 
years ago. 


© Alfred Lambert, Inc., Montreal 
shoe manufacturer, reports a consoli- 
dated net profit of $204,891 for the 
year 1952, a decline of 13.5 percent 
from the 1951 net of $285,265. How- 
ever, sales of the parent company and 
its subsidiaries were higher than in 
1951, according to Aristide Cousineau, 
president of the firm. Noel Cantin is 
a new director and general manager. 


® Canadian Government reports the 
footwear price index advanced 
steadily in the official consumer price 
index during the first quarter of 1953, 
rising to 127.4 in Jan. to 127.5 in 
Feb. and 127.9 in March, based on 
1939 being 100. 


® Laurence M. Savage, president, 
Savage Shoes Ltd., manufacturers, 
Preston, Ont., has been elected to 
board of directors of The Dominion 
of Canada General Insurance Co. 











The finest name in cutting steel is 
Sheffield—and it’s the finest name in 


Shaving Machine Blades. 


They stay sharp with little grinding 
to give longer lasting, more uniform, 


and chatterfree results. 
You can buy 


Tanexco, sole agents for Sheffield Shav- 
ing Machine and Highback Buffing 


Machine Blades. Try our imported Glaz- 


them only from 


ing Glasses too. 


TANEXCO, INC., Sole Agents, 
549 West Washington Boulevard, 


Chicago 6, Illinois 
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INDUSTRY GROWTH 


(Continued from Page 8) 


on shoes; and 1940 it declined to 1.76 
cents; and in 1950 to 1.60 cents. 

This would indicate that as con- 
sumer income increases, a smaller 
percentage of it goes into footwear 
and more goes into other goods. 
This demonstrates that the public has 
been made to regard footwear as a 
stable item—that so many pairs are 
purchased a year to cover basic shoe 
needs, regardless of economic con- 
ditions. 

To illustrate this further, the con- 
sumer spent an annual average of 
1.92 cents on shoes out of each dol- 
lar spent on all goods during the de- 


pressed Thirties (1930-39). Com- 
pare that with an annual average of 
1.74 cents in the prosperous postwar 
years (1946-50). 

And this decline in the face of the 
fact that today the industry is giving 
much better shoe values than pre- 
war. For example, in 1933, the aver- 
age factory value per pair was $1.57. 
This amounted to .44 percent of per 
capita income. In 1952, average fac- 
tory value was $3.62. But this repre- 
sented only .24 percent of per capita 
income. 

This would indicate that lower 
prices alone (relative to per capita 
income) do not move shoes at a 
faster rate or higher level. Does it 
suggest that after the consumer has 





A PERFECT PAIR! 


...Married 





ona shoe strap!’’ 





Let this perfect pair dress up your loafers and other 
strap-style footwear. Made of cast brass for rugged 
sturdiness, No. 7145 Buckle and No. 5690/2 Steel Wire Loop 
are smoothly finished to reduce skiving, and designed for both 
conservative masculine tastes, and m'lady’s penchant 

for simple neatness. They'll add a definite quality touch 

to your product — and outlast even the longest-wearing 


shoe. Send for samples. 


NORTH & JUDD 
Manufacturing Company 


New Britain, Connecticut 


New York + Boston ~ Philadeiphia - Atianta - Chicago - Si. Louis - Dallas + Los Angeles - San Franciscs 
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purchased the basic pairs considered 
essential for the year, that the lure 
of low price loses its magnetic 
appeal ? 

When discussing industry growth 
—actual and potential—several other 
interesting points are noted. While 
men’s postwar (1946-51) shoe pro- 
duction showed a pairage increase of 
two percent as compared with the 
prewar period (1935-40), there was 
a per capita consumption decline of 
nine percent. Men’s shoes have made 
the worst showing of all groups in 
terms of growth. 

Infants’ and babies’ shoes have had 
a phenomenal production growth 
(postwar as compared with prewar) 
of 63 percent in pairage—but in 
terms of per capita consumption have 
remained virtually static (an in- 
crease of only two-tenths of one per- 
cent). 

Boys’ and youths’ shoes have made 
a poor showing both in growth of 
pairage output and per capita con- 
sumption—a growth amounting to 
only one-half of one percent in both 
categories. 

Women’s shoes have shown a re- 
spectable production growth of 27 
percent. But in per capita consump- 
tion an increase of only 10 percent. 
Though this 10 percent is a com- 
mendable rise, it is still very much 
behind the rise in pairage output. 
This difference in increase between 
production (27 percent) and con- 
sumption (10 percent) has been due 
in part to an enlarged adult female 
population. However, a good job has 
been done in women’s shoe merchan- 
dising to boost pairage consumption 
per capita. 


Phenomenal Growth 


But the phenomenon of all groups 
has been misses’ and children’s shoes. 
A postwar production gain of 33 per- 
cent over prewar, but a 45 percent in- 
crease in per capita consumption. 
This is the only group in which the 
increase in per capita consumption 
was greater than the rise in produc- 
tion. In short, this is the one group 
that has cashed in on a merchandis- 
ing job. 

Analysis of the facts and figures 
reveals two significant points: 

(1) If indastry growth is to he 
based primarily on population 
growth, then a “growth line” can be 
projected ahead over the next 10 
years so that we'd have a pretty close 
idea of how many shoes we'd be mak- 
ing and selling in 1963, based on pro- 
jected population growth. This is 
pretty much the way the industry has 
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grown in the past. But this may be 
properly termed passive growth. 


(2) If the industry is to grow at a 
more rapid rate and come closer to 
its real production-sales potential 
over the next 10 years, then it must 
apply more intensively the instru- 
ments of modern merchandising. This 
may be properly termed active 
growth. 


Passive Vs. Active Action 


Passive growth merely rides the 
wave of population growth. Active 
growth is an increase in stature as a 
result of taking matters into one’s 
own hands. While population serves 
as the base (you first have to have 
people to buy and wear shoes), addi- 
tional incentives are created: relation 
of income to shoe purchases; new 
basic style innovations to stimulate 
sales, broaden the shoe wardrobe; 
studies of shoe purchases by geo- 
graphical location; ete. 

For example, studies reveal clearly 
that in areas where average per capita 
income is highest (mid Atiantic, E. N. 
Central, Pacific, etc., states), per 
capita consumption is higher. 

Second, in areas where population 
is denser, or where there is greater 
industrial, business and social activ- 
ity (such as in metropolitan areas), 
per capita consumption of shoes is 
much higher. 

For instance, in a study of metro- 
politan areas, just nine of these areas 
account for 25 percent of the nation’s 
population, but accounts for about 
30 percent of all shoe purchases. In 
short, one-fourth of the population 
buys one-third of the shoes. Further 
projections of this study could open 
means to increased shoe sales. 

The introduction of new basic 
shoe types (not retouched versions 
of old or conventional types) could 
increasingly build sales and_ per 
capita consumption. The introduction 
of fashion to misses’ shoes gave 
a phenomenal boost to shoe sales in 
this group, for example. The intro- 
duction of women’s casuals in the 
mid or late Thirties boosted per 
capita women’s consumption to a 
new plateau. 

Practically nothing as dramatic has 
happened in the men’s, boys’ and 
youths’ and infants’ field—and hence 
a virtually static consumption pattern 
today as compared with prewar. 
Note (Tables 1 and 2) that where 
merchandising “dramatics” has been 
applied, such as in the women’s, 
misses’ and somewhat less in the 
children’s field, there have been the 
consumption increases. 
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SAVE UP 10 OZ 


ON THE COST OF 


th VEGETABLE TANNING 
MATERIALS! 


“pila ‘Maratan itself is taken up 
letin No. 116. Write for  Wickly and uniformly and can be 
it today! used in concentrated solutions. 


Maratan can be used to supply up to a 25 or 30 degree of tannage. 
Higher tannages are obtained by using vegetable tans in conjunc- 
tion with Maratan. The suggested percentages of tannin to be sup- 
plied by Maratan and by vegetable tans for various types of leather 
are given below (based on supplying a 25 degree of tannage with 
Maratan) : 


Here's your eg cf Bul- 
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PICCOPALE 
(Concluded from Page 10) 


virtually any degree of hardness, 
stiffness, or flexibility that may be 
specified for the successful wax- 
impregnation of materials for all 
types of leather products. 


Where the heat resistance and 
other properties of waxes have been 
inadequate for the stiffening of 
leather products, blends of polyethy- 
lene and Piccopale have been satis- 
factorily utilized—for example, in 
the manufacture of box toes. Poly- 
ethylene resins are extremely-inert 

lastic materials recently developed 
C E. I. du Pont de Nemours, Inc., 
and Piccopale is one of the relatively 


few materials with which they can 
be satisfactorily modified for use in 
processing leathers—although they 
have found a considerable number 
of applications outside of the leather 
industry. 


The compatibility of Piccopale with 
vinyl resins, such as the polyvinyl 
chlorides now used in the production 
of leather coatings and artificial 
leathers, is somewhat limited. How- 
ever, small quantities of Piccopale 
have been used to extend and rein- 
force most types of vinyl resins; and 
this is apparently an advantage where 


the vinyls i go additional water- © 


proofness and chemical inertness. 
Other uses for Piccopale will no 


doubt be developed in the leather in- 


dustry and elsewhere as time goes 


by, since the methylated paraffin 
chains that apparently characterize 
the molecular composition of this 
material are susceptible to an un- 
limited number of chemical combina- 
tions. In many cases, such uses will 
be practical only from the economic 
point of view—that is, because the 
resin will be available in large quan- 
tities and can serve certain purposes 
for less money than would be 
expended for other materials. 


However, for reasons that have 
heretofore been indicated, Piccopale 
is not just another substitute. It is a 
chemical with many unique proper- 
ties which, in the long run, should 
greatly overshadow its cost advantage. 
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SHORT TERM COURSES 


VEGETABLE TANNING—MAY 25 
LEATHER FINISHING—JUNE 22 
REGISTER NOW FOR REGULAR TWO-YEAR 
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at 


School of Leather and Tanning 
Technology 


PRATT INSTITUTE 


BROOKLYN 5, NEW YORK 
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CLASSIFIED ADVERTISING 











Wanted and For Sale 





SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 


E-4 19 Pingry Place, Elizabeth 3, N. J. 
ELizabeth 3-7336 





We Would Like to Represent 
A Reputable Tannery 


HAVE 16 YEARS of leather experience. At 
present, have a successful leather remnant 
business in the heart of the New York 
‘“‘Swamp”’ area. Our street floor location is 
perfect for representing whole stock or allied 
lines. Address E-17, c/o Leather and Shoes, 
20 Vesey St., New York 7, N. Y. 





For Sale 


One Farber degrainer practically new. Sheridan 
press 46” x 36” plate size. Good operating 
condition. 
Address E-18, 
c/o Leather and Shoes, 
300 W. Adams &t., 
Chicago 6, Ill. 





Blue Splits Wanted 


BLUE SPLITS WANTED: Car or truckload ° 


quantities. Untrimmed or trimmed. Also Blue 
Shoulder Splits, Bottom Splits, etc. Steady 
user. 
Address E-13, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 





Lines Wanted 


CONCERN CARRYING FINDINGS for many 
years, with excellent following among shoe 
manufacturers in Mass. and N. H., interested 
in taking on new lines. All replies will be 
kept strictly confidential. Address E-19, c/o 
Leather and Shoes, 300 W. Adams St., Chicago 
6, Il. 





Sales Agent Wanted 


Milwaukee Area 


NATIONALLY known manufacturer of Nylon 
Mesh for men's, women's, and children’s shoes 
(as well as all other shoe fabrics) wants agent 
for Milwaukee area. Please write giving full 
information as to experience, area covered, and 
non-competitive lines currently selling. Address 
S-6, c/o Leather and Shoes, 10 High St., Boston 
10, Mass. 





Help Wanted 





Salesman Wanted 


WELL ESTABLISHED Shearling Tannery is 
looking for a Salesman who presently calls on 
the Shoe and Slipper trade in the Midwest and 
is interested in adding Shearlings to his line. 
Address E-14, c/o Leather and Shoes, 300 W. 
Adams St., Chicago 6, III. 
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Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted’”’ 
column, where space costs $2.00 per inch 
for each insertion. 
Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘‘Help 
Wanted’’ and ‘‘Special Notices’? and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 
Minimum space accepted: 1 inch. Copy 
must be in our hands not later than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING co. 
300 W. Adams S hicago 6 

















Situations Wanted 





. . 
Executive Available 

Presently General Manager of a large plant 
producing women's and children’s welt and 
littleways. Has complete charge of all func- 
tions including purchasing, costs, shoemaking, 
personnel, and production. 

Desires change because of acquisition of 
controlling interest by new group. 

Age 32, background and education in indus- 
trial management. 

Will consider position as General Manager 
or Superintendent at reasonable salary, would 
consider a partnership. 

Will relocate. Excellent references can be 
furnished. 

Address E-15, c/o Leather and Shoes, 300 
W. Adams &St., Chicago 6, Ill. 


Tannery Representative 


EAST COAST TERRITORY: Young and ag- 
gressive. Can take on additional line of leather 
suitable for women’s better grade shoe manu- 
facturing. Well known in trade. Can supply 
best references. Address E-12, c/o Leather 
and Shoes, 300 W. Adams St., Chicago 6, Ml. 








Stitching Room Foreman 


Would like to make a change. Will be avail- 
able in 2 weeks. Experienced in all types of 
shoes. 
Address Box 8-2 
c/o Leather and Shoes, 
10 High St. 
Boston 10, Mass. 


Stitching Roan 


OUTSTANDING foreman available only be- 
cause present firm liquidating. Knows all types 
of shoes, can train help and get production 
and quality. New England area preferred. Best 
of references. Address 8-5, c/o Leather and 
Shoes, 10 High St., Boston 10, Mass. 





TABER 
TANNERY 
PUMP S&S 


«-. have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St, (Est. 1859) Buffalo 3, N. ¥. 











Tannery or Dyestuff Firm 


YOUNG MAN, 27 years old, with twelve years’ 
experience as tanner and technical advisor in 
largest tanneries in Mexico, seek& position in 
tannery or dyestuff firm in U. S 
Address E-20 
c/o Leather and Shoes 
300 W. Adams St 
Chicago 6, Il 





Tanner and Supt. 


20 YEARS’ EXPERIENCE in tanning and 
currying of vegetable and chrome belting, sole 
leather, chrome and chrome retan, rigging 
leather, hydraulic, packing leather, lace leather, 
and glove leather grains and splits for work 
gloves Can go any place Address E-21, 
c/o Leather and Shoes, 300 W. Adams Si., 
Chicago 6, Ill 
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innersoles 
Sock Linings 
Heel Pads 
Boxtoes 


You will save 35% cementing time. 
Schaefer Cementers completely and 
uniformly latex die-cut pieces of 
leather, cloth, faillle, leatherette, fibre 
and paper. 


ASK FOR 10 DAY FREE TRIAL OFFER 
SCHAEFER MACHINE COMPANY, INC. 


69 Carbon Street, Bridgeport '@-lalalaaila’ ii 


Tel Bridgeport 68 2250; New York City 
LExington 2-2010; Boston ARlington 5-8096 
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Deaths 





Jonas B. Goldman 


. retired shoe merchant and govern- 
ment shoe official, died May 15 at the 
University of Pennsylvania Hospital 
in Philadelphia. During 1952, Gold- 
man served as chief of the wholesale 
and retail division of the Office of 
Price Stabilization in Philadelphia. He 
leaves his wife, Esther; a son, Dr. 
Arthur Goldman; a daughter, Mrs. 
Lenor Gutnick; his mother, two 
brothers and a sister. 


Warren Bailey 


. . « 39, shoe sales representative, died 
suddenly at his home in St. Louis sev- 
eral weeks ago. A veteran shoe sales- 


man, he had represented the Queen 
Quality Division of International Shoe 
Co. for the past few years. He joined 
International in 1939 and travelled 
throughout the Midwest and South. 
He leaves his mother. 


William L. Kelley 
. . . 46, leather executive, died sud- 
denly in New York on May 10. He 
was a partner in the firm of Salomon 
& Phillips, New York upper leather 
dealer, with which he had been asso- 
ciated for many years. At one time, 
he was manager of the firm’s Boston 
offices, moving to New York in 1937. 
He was extremely well known 
throughout the leather and shoe indus- 
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try. Surviving are his wife and three 
children. 
Edmund H. Squire 

. . . 66, shoe executive, died suddenly 
May 18 at his home in Needham, 
Mass. He had been superintendent 
and quality man of Allen-Squire Co. 
in Spencer, Mass., for many years, hav- 
ing founded the firm with Charles E. 
Allen in 1916. Active in community 
affairs, he was treasurer of the Spencer 
Lodge, A.F. & A.M. and a director of 
the Spencer Chamber of Commerce. 
He was a graduate of Massachusetts 
Institute of Technology. Surviving 
are his wife, Louise; a son, Raymond; 
a sister, Miss Enid Squire; and three 
grandchildren. 
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Reg. U. S. Pat. Off. 


We have a gore with the correct 
stretch and power for every 
pattern and shoemaking application 


EXTRA STAMINA 


WITH ITS PATENTED ELASTIC YARN SELVAGE 


MANUFACTURED UNDER PATENT NO. 2582169 


Send for samples 
‘in standard browns, 


black and im season’s colors 


All widths — 
dyed by our own 
experts 


MOORE FABRICS 


PAWTUCKET, RHODE ISLAND 
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BALANCED PERFORMANCE 
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...and with NO PCO LE NES that means 


surface lubrication with controlled penetration 


HE WHITE HORSES of the tradition-rich Vienna 

Riding School are world-famous. Their ability 

to execute intricate steps, and pose gracefully, 
thrills all who see them in action. Here is man utiliz- 
ing horse sense to get remarkable results. Here is dual 
action achieving balanced performance that’s tops. 


And, in the tanning industry, working with skins 
and hides, man is applying ‘horse sense’’, too—by 
using dual action Nopcolene fatliquors to produce 
leather with just the surface feel, hand, stretch, break 
and stitch tear desired . . . leather that’s tops for its 
intended use. 

The secret of Nopcolenes’ success lies in their unique 
double action which provides superb surface lubrica- 
tion with carefully controlled penetration—a balanced 


performance that assures the kind of leather products 
that lead to greater profit and prestige for the tanner. 

If you’re not already using Nopcolenes, give them 
a trial. You’ll find that they not only do a double- 
duty fatliquoring job, but offer other important ad- 
vantages. For example, many Nopcolenes are mois- 
ture-free, others contain not more than 6-7% mois- 
ture. This means you save on freight, handling and 
storage. What’s more, Nopcolenes are readily soluble, 
We'll gladly send you full information. 


FREE! This book gives up-to-the- 
minute data about Nopco's Nopco- 
lene* fatliquors and formulas for 
various leathers. Write for a copy. 


*T.M. Reg. U.S. Pat. Off. 


NOPCO 


Chemical Company, Harrison, N. J. 


— 





Branches: Boston + Chicago - Cedartown, Ga. + Richmond, Calif. 





A SPORTING / father FOR A SPORTING SHOE 


The House of 
Crosby Square has selected Popular Sports Model No. 674 by 
No. 813 natural The House of Crosby Square, 
Milwaukee 12, Wisconsin. 


§ () F ] N leather for its popular 


two-eyelet, laced-vamp moccasin with cushion crepe soles. 
SOFTAN is super-supple, and rugged . . . a full-grain, 
aniline-dyed, top-quality leather . . . without paint or 
pigment. Its inborn stamina, natural flexibility, and full 
body, assures long comfortable wear. SOFTAN, tanned 
specifically for sports-type footwear, is a logical selection 
to add comfort and wearability to this line of fine 
nationally-known footwear for men. 


eAMERICAN HIDE and LEATHER COMPANYe 
¥ Boston, Massachusetts 











